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Life InAwriance 


JIM died. 


Suppose he were your partner. The law holds you, the survivor, responsible for liquidating the partner- 


ship assets. Jim’s wife is entitled to demand her husband’s share at once! 

Thus, deprived of the aid of your former partner, you are confronted with the task of closing out 
the business. An overwhelming problem. For the assets are invested in plant, furniture, stock, and bills 
receivable. It is next to impossible to convert them immediately into cash. 

Furthermore, there are the accounts payable by your firm. With your partner gone, isn’t it likely 
the creditors will show prompt interest in the settlement of amounts due them? 

Confronted with calls from creditors, and a demand from Jim’s widow for immediate settlement of 
his partnership interest, you, the surviving partner, face a difficult situation. 

There is an alternative; you could reorganize. You could, perhaps, accept Jim’s wife as a partner. But 
would this be a happy solution? Or you might sell out your share to her and let her operate the business. 
But what would she use for money? The ideal arrangement would be for you to buy out Jim’s wife and 
operate the firm by yourself. You can do this . . . if you have the funds. But can you obtain them . . . at 
such a time? 

A Massachusetts Mutual representative can help you to solve all of these problems. 
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LIFE INSURANCE COMPANY 
SPRINGFIELD - MASSACHUSETTS 


To our Representatives: The timely text reproduced above is available for direct mailing 
to your Partnership Life Insurance prospects. 
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WHAT HAPPENS WHEN A PARTNER DIES? 




















1. In peace or in war, the agent’s duty is to provide you with 
the kind and amount of life insurance your needs and circum- 
stances require—to make certain that your loved ones will be 
cared for. This service is doubly important in wartime, with 
many men away from home—and with those at home anxious 
to devote all their thoughts to coping with wartime produc- 
tion problems. 





3. Metropolitan agents helped to distribute more than 100,000 
booklets on health and safety, every working day in 1941. In 
addition, they are this year distributing thousands of diet and 
nutrition posters in the interest of the National Nutrition Pro- 
gram. Agents are also instrumental in bringing Metropolitan’s 
Nursing Service to eligible policyholders. These are works of 
peace—but specially significant now, when time lost through 
sickness or accident slows down the nation’s war preduction. 





Meet a man who is busy on 4 home fronts 


The man we refer to is your life insurance agent... and we should like to tell 
you about four of the important duties he performs as part of his daily work. 
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2. Your premiums, largely collected by agents, help to build 
life insurance “reserves.” These reserves guarantee that your 
contract will be paid when due—and in the meantime they 
help to finance America’s war program. About 24% of Met- 
ropolitan’s assets are invested in United States Government 
Bonds. Other millions are helping to finance the industries 
that are pouring out steel, chemicals, food, and other materials 
necessary for victory. 
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4. Like all good citizens, life insurance men do their share in 
civic and community work, in peace or war. They serve on Red 
Cross and Community Chest drives, act as air-raid wardens, 
and help in other defense work. We are proud of the way agents 
of all companies are helping to install, in offices and factories 
all over America, the Payroll Savings Plan—the Plan which 
makes it possible for millions of workers to invest automatically 
a part of every pay check in War Bonds. 








5. All in all, your life insurance agent, indispensable in peace- 
time, is doing double duty in wartime. His training and experi- 
ence are at the nation’s service in the interest of victory—on 
the fighting front in thousands of cases and on all four home 
fronts in the case of those who must remain behind. 


BUY WAR SAVINGS STAMPS—FROM ANY METROPOLITAN AGENT, OR AT ANY METROPOLITAN OFFICE 
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N.A.L.U. Proposals 
Get Friendly 
Senate Reception 


President Witherspoon Is 
Principal Spokesman at Fi- 
nance Committee Hearing 


By ROBERT B. MITCHELL 


WASHINGTON—President John A. 
Witherspoon of the National Associa- 
tion of Life Underwriters urged the 
Senate finance committee to alter the 
pending revenue bill so that within a 
reasonable aggregate limitation tax- 
payers would be permitted income tax 
deductions for amounts paid to retire 
debts incurred before the present emer- 
gency, to purchase war bonds or to 
take care of premiums on insurance on 
the taxpayer’s life. Mr. Witherspoon 
also asked that the $40,000 life insur- 
ance estate tax exclusion for which the 
pending bill would substitute an in- 
creased general estate tax exclusion, be 
restored, ; ‘ 

In connection with the income tax 
deduction for debt payments, war bonds 
and insurance premiums, Mr. Wither- 
spoon cited the high rates of taxation 
in the pending bill, the constantly in- 
creasing cost of living and the patriotic 
desire to cooperate with the government 
in putting 10 percent of salary into war 
bonds and declared that “it is going to 
be virtually impossible for many of the 
65 million policy holders to maintain 
their life insurance and pay their debts.” 


Comparison Is Made 


“Almost every taxpayer who owns his 
home has to pay real estate taxes and 
interest on a mortgage and is entitled 
to deductions on account of such pay- 
ments,” he pointed out. “Subscriptions 
to war bonds, amortization of debt and 
insurance premiums are equally positive 
obligations and within a reasonable lim- 
itation on the aggregate of all three it 
would seem to be wise for this com- 
mittee to grant a deduction for the 
amount siphoned off from ordinary in- 
come to meet charges of this character. 

“Unless individuals in both the low 
income and middle income tax brackets 
are granted some assistance in carrying 
their fixed obligations, including life in- 
surance premiums, it is virtually a fore- 
gone conclusion that the government— 
which means the taxpayers—will have 
to support their dependents.” 

Citing the income tax law provision 
permitting deduction of up to 15 percent 
of income for charitable purposes, Mr. 
Witherspoon asked if it were not a fact 
that “charity begins at home” and said 
that a modest income tax deduction for 
life insurance premiums would enable 
many of the American homes to remain 
as homes after the breadwinner is taken 
away. 

Quoting a statement by J. Edgar 
Hoover, head of the federal bureau of 
investigation, that crime begins when 
the American home breaks down, Mr. 
Witherspoon said that “I am sure you 


ar Committee 


George Harrison Chair- 
man—To Consolidate Ef- 
forts of Entire Business 


A committee to coor- 
dinate and make more effective the vari- 
ous efforts of the business to aid in the 
prosecution of the war has been created, 
representing the Life Presidents Associ- 
ation, American Life Convention, Sales 
Research Bureau, Institute of Life In- 
surance, and National Association of Life 
Underwriters. The committee held its 
first meeeting here Wednesday and 
elected George L. Harrison, president of 
New York Life, as chairman. The other 
members are: Claris Adams, president 
Ohio State Life; W. H. Andrews, Jr., 
Jefferson Standard, Greensboro, N. C., 
trustee N. A. L. U.; Patrick A. Collins, 
Metropolitan Life, chairman Life Un- 
derwriters Association of New York; 
Leroy A. Lincoln, president Metropoli- 
tan Life; J. L. Loomis, president Con- 
necticut Mutual; A. J. McAndless, presi- 
dent Lincoln National; R. B. Richard- 
son, president Western Life; Grant Tag- 
gart, California-Western States, Cowley. 
Wyo., vice-president N. A. L. U.; S. T. 
Whatley, vice-president Aetna Life, and 
John A. Witherspoon, John Hancock, 
Nashville, president N. A. L. U. 

While the associations, companies and 
agents have been making substantial ef- 
forts to assist in the prosecution of the 
war, it is felt that through unified direc- 
tion and centralized planning their con- 
tribution may be better consolidated and 
made even more effective. It is to ac- 
complish this and to assure the most 
complete cooperation of the business 
that the committee was created. 


Program of Law 
Group Is Given 


The program of the insurance section 
of the American Bar Association, which 
will meet in Detroit Aug. 23-26, has been 
completed by Clement F. Robinson, 
Portland, Me., chairman. If the meeting 
cannot be held because of the war, pa- 
= will be published and sent to mem- 

ers. 

The council of the section will meet 
Aug, 23, and on Aug, 24 there will be a 
general session at which Commissioner 
Berry of Michigan and Mayor Jeffries of 
Detroit will give addresses of welcome. 

At the first general session the impact 
of war on existing insurance coverages 
will be discussed by Harry C. Bates of 
Metropolitan Life for life, accident and 
health. Mr. Bates is secretary of the As- 
sociation of Life Insurance Counsel. 

At this session also there will be re- 
ports by chairmen of general committees 
on the law as it relates to various insur- 
ance lines. O. H. Miller, Des Moines, 
will deal with health and accident; W. E. 
Benoy, Columbus, O., insurance law 
practice and procedure; Ralph H. Kast- 
ner, American Life Convention, life 














will agree that the American home 
breaks down when there is no money 
to hold it together.” 

(CONTINUED ON PAGE 5) 


Life Industry Forms Insurers Buy Big 
Part of “Tap” Issue 


Purchases May Equal 
the $882,000,000 
Subscribed in May 


NEW YORK—Life companies in 
the New York area made record pur- 
chases of the so-called “tap” bond is- 
sue of the Treasury department and 
the size of their applications indicated 
that they would take a substantial per- 
centage of the total, which is expected 
to reach the $882,000,000 subscribed in 
a previous offering in May. The issue 
consists of 2% percent bonds due 1967 
and callable 1962, on which books were 
opened for an indefinite period. Sev- 
eral of the companies made the largest 
single subscription in their history. 

A subscription for $125,000,000 was 
made by Metropolitan Life, as com- 
pared with $100,000,000 in May. The 
Mutual Life subscription totalled $70,- 
000,000, ($60,000,000 in May) and 
brought that company’s holding of 
Treasury obligations to $565,582,300. 
Manhattan Life subscribed for $1,000,- 
000, as compared with a $600,000 sub- 
scription in May. A subscription double 
the size of its May participation was an- 
nounced by New York Life, which took 
$100,000,000 and brought its total hold- 
ings of U. S. obligations to $1,072,000,- 
000. 


A $75,000,000 subscription by the 
Prudential brought its total “tap” pur- 
chases to $225,000,000 and its U. S. 


government bond account to $1,410,- 
618,275. Equitable Society bought 
$75,000,000, increasing its “tap” hold- 
ings to $175,000,000. 

Guardian Life applied for $1,500,000, 
duplicating its May subscription which 
was subsequently increased $300,000. 
Home Life applied for $2,000,000. 

In May, 137 insurance company pur- 
chases amounted to an aggregate of 
$492,000,000. The “big five” life com- 
panies took $445,000,000 this time as 
compared with $460,000,000 last May. 

Bankers National Life took $50,000. 








insurance, and George W. Goble, Uni- 
versity of Illinois, qualification and regu- 
lation of insurance companies. 

The section’s Aug. 25 meeting will fea- 
ture round tables, many of which will 
deal with the effects of war. Harlan S. 
Don Carlos, head of Travelers’ claim 
department, will discuss “Total and Par- 
tial Disability, Single Indemnity, and 
Accident Insurance,” in the round table 
on health and accident. Mark E. Archer, 
Empire Life & Accident, will lead a dis- 
cussion on Mr. Don Carlos’ paper. R. J. 
Wetterlund, Washington National, will 
discuss “Double Indemnity and Accident 
Insurance,” and G. C. Thompson, Lex- 
ington, Ky., will handle the discussion 
on this paper. 

Mr. Kastner will be chairman of the 
life round table. “The Right of Life In- 
surance Companies to Use War and 
Aviation Clauses in Connection with Re- 
instatements,” will be discussed by H. S. 
Lipscomb, Jackson, Miss.; “Effective 
Acceptance of Premiums for Disability 
or Double Indemnity Benefits Contain- 
ing War Exclusion Clauses While In- 
sured Is in the Armed Forces,” by Pow- 


Life Presidents 
Urge Retention of 


$40,000 Exemption 


Organization Also Asks 
Tax Credit for Premium 
Payments 


The Life Insurance Presidents Asso- 
ciation, in a telegram to Senator 
George, chairman of the Senate finance 
committee, Monday, urged on behalf of 
the policyholders that the committee re- 
store the $40,000 specific exemption of 
life insurance policy proceeds in the es- 
tate tax provisions of the revenue bill of 
1942 and that some reasonable deduction 
be allowed under the income tax pro- 
visions for life insurance premiums. 

“The continuance of this exemption in 
the estate tax since 1918 is evidence of 
the government’s belief that it is socially 
desirable to encourage the maintenance 
of life insurance,” the telegram stated. 

“This exemption has become deeply 
rooted in the American philosophy of 
taxation. Since life insurance constitutes 
the sole means through which persons 
of moderate income can immediately 
provide for their dependents, this ex- 
emption is of utmost importance. 


Credit for Premiums 


“We also urge your consideration of 
the proposal that provision be made in 
the income tax sections for some reason- 
able deduction or credit for life insur- 
ance premiums paid by policyholders for 
life insurance to protect their families. 
The greatly increased income tax rates 
present a serious problem to many pol- 
icyholders who have depended upon life 
insurance as the principal means of pro- 
tecting their families against want and 
who must pay premiums out of current 
income. The continuance of premium 
payments on existing insurance is highly 
desirable as a social measure and as a 
basis of helping remove future burdens 
from federal, state and local govern- 
ments.” 








ell B. McHaney, General American Life, 
and J. R. Burcham, St. Louis, and 
“Modification of Life Insurance Trusts 
as Required by the War,” by Herbert 
B. Thompson, Detroit, executive secre- 
tary of Michigan Life Underwriters As- 
sociation and counsel for that group and 
for the Detroit association. 

One of the subjects to be discussed in 
the round table on insurance law prac- 
tice and procedure will be that on 
“Methods of Handling Suits Against 
Persons in Military Service,” by J. A. 
Gooch, Portland, Tex. 





Heads War Fund Unit 


John L. Taylor, Springfield, Ill., man- 
ager of Mutual Life, has been appointed 
chairman of the public employes divi- 
sion of the Springfield community-war 
fund campaign. 
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Newark Managers Take Action 
to Combat Morale Slump 


NEWARK—Although only a 20-min- 
ute train ride from New York City, 
Newark life insurance men are in gen- 
eral much more cheerful about the sales 
picture than their New York colleagues. 
For one thing, Newark is right in the 
midst of the immensely important 
northern New Jersey war industries 
area while New York City has no war 
plants to speak of and more of its nor- 
mal prospects for life insurance are in 
the income brackets where the tax 
boosts hurt the most. 

To some extent, too, the difference is 
due to the concerted effort of managers 
and general agents in grappling with 
the morale problem. About four months 
ago the life insurance business in New- 
ark was wallowing in the trough of the 
reaction that followed the war clause 
boom. Changed conditions had elim- 
inated many of the usual type of pros- 
pects as possible buyers. War indis- 
try plants were not setting out tie 
welcome mat for agents and while plenty 
of money was flowing into many lands 
the problem of finding out who was get- 
ting the money and who might be good 
prospects required not only a measure 
of ingenuity but a very positive attitude 
toward the possibility of making sales. 
Methods Vary 

Different agency heads have gone at 
the job of morale building in different 
ways but the fact that they recognized 
the problem, got together and ex- 
changed ideas and then went out with 
the feeling that they were all tackling 
a common problem is undoubtedly re- 
sponsible for much of the optimistic at- 
titude to be found in Newark. 

Typical of this aggressive attitude 
toward the production problems are the 
views of John A. Ramsay, general agent 
of Connecticut Mutual Life. Though 
he has lost nine men to the armed forces 
and one who was drafted into the avia- 
tion industry because of his technical 
knowledge the agency is 25 percent 
ahead of last year for the first seven 
months. 

Can’t Keep Feet on Desk 

Mr. Ramsay is flatly opposed to the 
idea that a general agent can train men 
while keeping his feet on the desk. His 
view is that if an agent needs help the 
place to give it to him is in the field, 
dropping everything else to do so if 
necessary. Recently an agent’s client 
was in the market for some insurance. 
He happened to live in the same town 
as Mr. Ramsay and when it became in- 
convenient for the agent to keep the 
appointmet Mr. Ramsay went over and 
closed a $10,000 family income case. 

A good share of the business done by 
members of the Ramsay agency is on 
men engaged in northern New Jersey 
war plants. At the same time, Mr. 
Ramsay warns that agents are likely to 
run around in circles if they become pre- 
occupied with war industries as such. 
Many agents have a vague notion that 
they have to find some way to get in- 
side such a plant or that they have to 
hang around the gate at quitting time 
and solicit the workers as they come 
out. Such ideas are futile. 

“There are billions of dollars of life 
insurance standing around turret lathes, 
but you can’t sell insurance there,” Mr. 
Ramsay remarked. 

The thing to do, he says, is to forget 
about the war plant, which is after all 
just another factory that employs men, 
and think of the worker as a man who 
has a family that he wants to protect. 
Even if the agent had a government pass 
that would let him in, he would still 
have-to talk to the man at his home, so 


why not start there in the first place? 
The thing to do, Mr. Ramsay has found, 
is to get a toe-hold by making a center 
of influence out of someone who is in 
a war plant or who has contacts with 
men who are. From there on it is just 
a matter of applying the usual prospect- 
ing methods. 

Mr. Ramsay cleared up one illusion 
that has caused many agents to hesitate 
to try to do business with war indus- 
tries workers. This is the notion that 
the manual worker is likely to be a 
pretty rough, ignorant specimen who 
would jeer at the idea that he ought to 
own anything more than $500 industrial 
policy to provide burial expenses. While 
there are of course many men of this 
type employed in war plants, there is 
also .n amazingly large number of inen 
who would ordinarily be in white collar 
jcbs but who are drawing big pay as 
manual workers cither for the sake of 
the money or because their previous jobs 
have been hit in the head by priorities, 
or in some cases because they feel that 
by being employed in an essential in- 
dustry they will get a later draft defer- 
ment. There are many engineering de- 
grees working in overalls today. 


BULLDOZER OPERATOR 














One man that Mr. Ramsay knows 
about left a white-collar job to operate 
a bulldozer for a big contracting firm 
engaged in constructing war plants. He 
makes $120 a week. Offhand an agent 
might suppose that a bulldozer operator, 
though making good money, would not 
have the background to make him a 
prospect for ordinary insurance. The 
presumption would be that running one 
of these machines would mean years of 
experience in this type of work. Actu- 
ally a bulldozer is only a tractor with 
a big, adjustable scraper in front of it 
and anyone who can drive an automobile 
can learn to operate one in a few hours. 

Another man, a certified public ac- 
countant, who used to make $60 a week 
at his profession now earns $180 a week 
as a Stationary engineer. This job, too, 
might sound as if it had years of ap- 
prenticeship and experience behind it 
but all it amounts to is walking around 
through a plant with a grease gun in 
one hand and an oil can in the other 
and being smart enough to know which 
fittings get grease and which get oil. 


Agent Must Adjust Hours 


War plant employes work long hours 
and sometimes odd hours and the agent 
who wants to sell them must be pre- 
pared to adjust his working day accord- 
ingly. In the case of workers on other 
than the regular day shift there is the 
question of whether to try to talk life 
insurance between the time the pros- 
pect gets up and goes to work or be- 
tween the time he gets home and the 
time he goes to bed. Mr. Ramsay has 
found that the latter is the better time. 
A man is likely to be pretty grumpy 
for some time after he gets up. Even 
though he is tired after working his shift 
he is in a better frame of mind to listen 
to an agent than he would be before 
going to work. 

Many workers are using their ab- 
normally high earnings toward purchas- 
ing new homes. They are proud of their 
homes and one way that an agent can 
help get himself in solid with a pros- 
pect is to take a picture of the new 
house and present it to the prosnect. 

What kind of insurance to sell de- 
pends entirely on the circumsteces. If 
the prospect feels stronely that his cur- 
rent elevated income is soing to be 
sharply reduced when the war is over 


he may prefer a high-premium endow- 
ment or retirement policy where he can 
be sure that even a few years’ premi- 
ums will enable him to put the policy on 
a paid-up basis providing at least as 
much coverage as the premiums he has 
paid. On the other hand, he may be a 
prosvect for family income, ordinary life 
or evel term. 

Many of these prospects, particularly 
thos: in the salaried rather than the 
wage earner classes, have been going 
along on rather meager incomes for 
some years but now suddenly their in- 
comes are increased 50 or 100 percent. 
This group, according to Mr. Ramsay, 
includes particularly men who have been 
making from $3,000 to $4,000 a year and 
are now making $5,000, $6,000 or $7,000. 
“The important basic premise to keep 
in mind,” said Mr. Ramsay, “is that 
when there are floods of dollars the 
main obstacle to good business is re- 
moved. It’s true that today this flood 
is located, from a prospecting stand- 
point, in some unique places but the 
problem is purely that of the agent re- 
adjusting himself to a different prospect- 
ing technique to uncover this unusual 
business.” 


J. Elliott Hall’s Views 


Though his agency is ahead for the 
year to date, J. Elliott Hall, Newark 
general agent of Penn Mutual, does not 
minimize the difficulties of today’s sell- 
ing picture but feels emphatically that 
the question of mental attitude is of 
more importance today than ever before, 
even during the depression of the 1930s. 

“Men have got to look up instead of 
fold up,” he declared. “The agent must 
be more aggressive. The public has in- 
finite faith in the institution of life in- 
surance. Everybody is for us, but our 
business will be no better or no worse 
than we make it.” 

Recently the agency leader for the 
month in volume and premiums was an 
agent who was only in his second month 
in the life insurance business. This man 
took the company’s circulars and can- 
vassed homes in areas where war in- 
dustries workers lived. He talked to 
the wife, learned the husband’s age if 
possible, and when was the best time to 
call back and see him. He was careful 
to show only one sample of each of the 
company’s booklets and asking the wife 
which one she thought her husband 
would be interested in, he explained that 
he could not leave that one for him, but 
would bring a copy when he called to 
see the husband. 


AGENT'S ATTITUDE 








In general Mr. Hall finds that the 
younger agents are meeting the chal- 
lenge of changed conditions better than 
the older men, but there is no reason 
why the latter cannot make the adjust- 
ment if they want to. ’ Some, however, 
seem to feel that it is beneath their dig- 
nity. An agent of another company to 
whom Mr. Hall ,happened to mention 
the experience of the new man who led 
the agency in his second month showed 
little inclination to adopt the same 
methods. 

“If I’ve got to be a Fuller brush 
salesman, I am going out of this busi- 
ness,” the agent told Mr. Hall who said 
that this attitude is far too prevalent 
among agents who need to find new 
sources of prospects but are reluctant 
to operate in what they consider to be 
the hard wavy, though as far as hard- 
ship is concerned it is certainly pleasant- 
er at present to work in the relativelv 
cool residential districts than to plod 
around in hot office buildings. Mr. Hall 


By ROBERT B. MITCHELL 


remarked that Stanley Transue, Penn 
Mutual’s leading producer, spends two 
afternoons a week making cold calls to 
develop fresh sources of prospects. 

The Rowley & Talbot agency led all 
of Northwestern Mutual’s agencies for 
June, though its usual rank is from tenth 
to twelfth. It is also ahead for the 
year to date. One of its agents is de- 
veloping new prospects by a_ well 
thought out mailing eampaign preceding 
the first call. He takes a list of 100 
names about whom he knows little or 
nothing except that there is no definite 
reason why they might not be good 
prospects for life insurance. He sends 
them eight or ten items of Northwest- 
ern Mutual literature, including reprints 
of the company’s advertising in national 
magazines. He also makes good use of 
other material, such as a recent extreme- 
ly laudatory editorial published by a 
local paper on the Institute of Life In- 
surance’s new “keep well” campaign. 

After eight or ten of these mailing 
pieces he sends the actual pre-call letter 
though in some cases he substitutes a 
telephone call for the letter. In about 
nine cases out of ten the prospect feels 
that he knows this agent personally 
even though he is meeting him for the 
first time. 

An interesting sidelight on the current 
feeling that business is much harder to 
get in New York City than almost any- 
where alse is that one of Rowley & 
Talbot’s half-million dollar producers 
gets much of his business from Man- 
hattan island. 





WAR BONDS 





Like all other agencies Rowley & Tal- 
bot find that prospects sometimes feel 
that they cannot buy the life insurance 
they should have because they are com- 
mitted to putting a substantial amount 
of their incomes into war bonds. The 
best way to meet this objection, it has 
been found, is to tell the prospect 
frankly that while the purchase of bonds 
is essential the man who for that rea- 
son leaves his family inadequately in- 
sured is just not thinking straight, that 
as a patriotic American he has no right 
to leave his family improperly protected 
and that dependents of those who die 
who are inadequately insured are an 
added burden on the war economy. In 
addition, of course, there is the argu- 
ment that money going into life insur- 
ance goes in large measure not only into 
government bonds but into financing 
manufacturing and business enterprises 
contributing to the war effort. 

Another company’s manager who has 
just recently been transferred to New- 
ark, believes that mental attitude can be 
helped greatly by having some sort of 
contest running nearly all the time, 
although it is better psychology not to 
refer to them as contests. For example, 
the agency which he formerly headed 
ran an “Honor the Wives” month in 
which the awards were five handbags. 
Many agents like to engage in compe- 
tition and will put forth more effort to 
win a $1 Eversharp pencil than to make 
extra commissions. 

This manager believes that the mar- 
ket for life insurance on young women 
and girls who have gone into business 
and industry to replace men who have 
gone into the armed forces will in large 
measure replace the diminished market 
among young men. Many of these 
women have relatives who are whollv or 
partly denendent on them and there is a 
real need for life insurance. The prob- 
lem is to vet the agents to make a svs- 
tematic effort to prospect in this field. 
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E. Rhodes a at 


Mutual Benefit Rally 


E. E. Rhodes, vice-president of Mu- 
tual Benefit Life, was honored Monday 
at a meeting in the home office recrea- 
tion hall on his 56th anniversary with 
the company, 

A feature was presentation to the 
company by general agents and agents 
of a fine oil portrait of Mr. Rhodes. This 
was the first portrait to be painted of 
any of the vice-presidents, although Mu- 
tual Benefit has commissioned portraits 
of all its presidents since 1845 and of 
its first secretary and first policyholder. 

The portrait was painted by Wilbur 
Fiske Noyes, Boston, who has painted 
many famous Americans, including 
President Roosevelt and Henry Ford. 

The portrait measures 40x60 inches 
and will be permanently hung in the 
recreation hall, which was designed for 
use of employes and conferences of field 
representatives, and was completed in 
1939 as an addition to the home office 
building. Mr. Rhodes had a part in plan- 
ning the hall. 

The presentation ceremonies were at- 
tended by about 1,000 people, including 
employes, visiting general agents and 
agents, and friends of the company. 

James S. Drewry, general agent in 
Cincinnati, presided. The presentation 
of the portrait was made by James H. 
Glenn, general agent in Philadelphia, 
with acceptance by John R. Hardin, 
Mutual Benefit. president, and response 


Company Ad Man Becomes 
O.C.D. Publicity Counsel 








LORRY A. JACOBS 


Lorry A. Jacobs, who for more than 
15 years has been director of public re- 
lations of ‘Southland Life, has been 
granted leave of absence to become 
counsel for public advice, eighth civilian 
defense region. He was drafted by 
R. E. Smith, regional director of O.C.D. 

Mr. Jacobs has had a successful career 
in public relations, having pioneered in 
that field in the southwest. He is past 
president Dallas Advertising League, 
past governor of the 10th district Ad- 
vertising Federation of America, one of 
the founders of the Dallas alumni chap- 
ter of Sigma Delta Chi, professional 
journalistic fraternity, and an officer of 
the Insurance Advertising Conference 
and Life Advertisers Association. 

During his entire career, he has had 
an important connection with both state 
and national governments and has occu- 
pied a number of confidential posts un- 
der President Roosevelt and Governor 
Stevenson of Texas. 

Advertising for Southland Life will 
be handled by Editor & Advertiser, pub- 
lic relations firm, and by the Grant 
Advertising Company, Dallas. 


by Mr. Rhodes. An informal reception 
followed. 

Mr. Rhodes, just out of high school, 
in July, 1886, presented himself at the 
Mutual Benefit home office to fill a va- 
cancy in the mathematical department. 
B. J. Miller, mathematician, questioned 
him and was impressed, although the 
lad had no letters of recommendation 
or other credentials. The president also 
put the youth through an examination, 
then accepted him on probation at a 
salary of $250 a year. Young Rhodes 
was assigned a desk near Mr. Miller, 
and was his understudy and intimate 
companion. 

He became thoroughly trained in the 
mathematics of life insurance and was 
given a wide range of executive respon- 
sibility so he learned to exercise judg- 
ment and make decisions. Mr. Rhodes 
succeeded Mr. Miller as mathematician 
when the latter died, and in 1908 be- 
came vice-president. 

He was called upon by the Armstrong 
committee in New York to assist in 
framing a constructive, comprehensive 
program of legislation for regulating life 
insurance. He was chairman for eight 
years of the committee on federal tax- 
ation of the Association of Life Insur- 
ance Presidents, participating in Con- 
gressional hearings and framing tax 
laws. He was a member of the impor- 
tant Medico-Actuarial Committee formed 
in 1909 by cooperation of the Medical 
Directors Association of America and 
Actuarial Society of America which 
studied about 2,000,000 policies and 
wrote five volumes of statistical infor- 
mation on longevity that is recognized as 
a most important contribution to actuar- 
ial knowledge. 

He was president of the Actuarial So. 
ciety in 1926 and 1927, and while attend- 
ing the International Congress of Ac- 


Effect of the War | 
Seen in Departure 
of Dallas Agents 


Because of the war, there are 44 
fewer life agents contacting the public 
in Dallas and vicinity than there were 
prior to the entrance of this nation in 
the conflict. This information has just 
been disclosed in a survey conducted 
by Campbell Green, president of the 
Life Insurance Managers Club of Dallas. 

Of the total, 74 life men have entered 


the armed services and 20 have gone 
into defense industries. While the sur- 
vey showed that in some _ instances 


where the vacancies created by the de- 
parture of two or more agents had been 
subsequently filled, Mr. Green said that 
the statistics disclosed the net loss to 
the industry in Dallas and vicinity rep- 
resented a total of 94. 


tuaries in London and Edinburgh was 
elected a fellow of the Institute of Ac- 
tuaries of Great Britain. 

Mr. Rhodes was born in Newark Feb. 
21, 1868. He was assistant mathema- 
tician of Mutual Benefit 1902-05, mathe- 
matician (chief actuary), 1905-19, has 
been a director since 1912. He is a fel- 
low of the Actuarial Society and Amer- 
ican Institute of Actuaries, and an hon- 
orary member of the Association of Life 
Insurance Counsel and Association of 
Life Insurance Medical Directors. He 
has written many scholarly papers which 
have been published by the actuarial 
societies, 


Ives San Antonio Manager 


C. L. Ives, who has been manager of 
the Retail Credit Company at Wichita, 
Kan., and Amarillo, Tex., has succeeded 
R. W. Sinz, who has been called into 
the army as a lieutenant, as San Antonio 
manager. 








I saw you. 


ance, 


policies. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





“Continue to Approach” 


A distinguished architect, one of our Southern policy- 
holders, writes a letter to his underwriter :— 


“T’ve often thought of writing you to express my thanks 
for your forcing me to take out life insurance when I didn’t 
have experience enough to make my own decision. 
you remember when you first called on me in 1926. I had no 
idea what life insurance was all about, and certainly wouldn’t 
have taken any out except for your salesmanship. 


“It appears to me now that every time I had an anni- 
versary or baby born you managed somehow to take out 
another policy, and each time the premiums came due I always 
thought I’d like to shoot you rather than smile at you when 


“But I look back now and my only regret is that you 
didn’t sell me twice as much, because at various times bad 
investments caused me to lose savings other than my insur- 
As you know, my insurance will soon be twenty years 
old, and I am particularly pleased with my endowment 


“T hope you will continue to approach the young men 
who come to this city and do them the favors you did for me.” 


+ + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


I’m sure 


+ 


JOHN A. STEVENSON 
President 

















Prudential Now 
Free to Complete 
Mutualization 


The application of Prudential to pur- 
chase 536.76 outstanding shares of its 
stock for $805,140 has been approved 
by Chancellor Campbell at Jersey City. 
This means completion of the. mutual- 
ization program of Prudential that was 
put in motion 29 years ago. 

Chancellor Campbell ruled that sur- 
plus of Prudential can be drawn upon 
to purchase the stock without impair- 
ing the rights of policyholders or other 
stockholders or impairing the financial 
security of the company. The agreed 
purchase price of the stock is $1,500 a 
share. 

Prudential purchased more than 98 
percent of its stock since it went on a 
participating basis in 1915. In that year 
the company started to buy the stock 
at $455 a share, the price that was ap- 
proved in chancery court in 1914. 

The owners of the 536 shares have 
been continuously unwilling to transfer 
their shares to the company for the 
smaller amount, Chancellor Campbell 
asserted in his decision, 

_ The dividends on the stock have been 
fixed at 10 percent of par value since 
1915. 

When the purchase of the 
been made in accordance 
agreement and the order of the chan- 
cellor, the company will take all neces- 
sary action to complete mutualization. 


Held by Blanchard Family 


stock has 
with the 


All except 28 of the 536 shares were 
known as the Blanchard holdings. 

The Blanchard family and Prudential 
had been engaged in controversy for 
many years. Members of the family 
brought two suits which among other 
things sought declaration of additional 
dividends and attacked validity of the 
mutualization proceedings. 

The only objector to the purchase 
agreement was Harry Altman, a policy- 
holder of Philadelphia, who attacked the 
constitutionality of the 1940 law under 
which Prudential negotiated purchase of 
the remaining shares for more than the 
original price. 

The chancellor observed that the cost 
of the Blanchard holdings at the agreed 
price entails a disbursement by Pruden- 
tial of $560,914 in excess of the pre- 
existent appraisal value. Nevertheless 
the president and directors of Pruden- 
tial feel that the advantages of the 
transaction vindicates the prudence of 
the expenditure. The desirability of 
complete mutualization is emphasized. 
The company will be relieved of the cur- 
rent salaries and incidental expenses of 
the trustees of the policyholders. Cer- 
tain pending litigation with stockhold- 
ers will be terminated. 

Then, too, the advantages of the pres- 
ent arrangement are compared with the 
cost of the requisite services of officers, 
actuaries, accountants, attorney and ex- 
perts, and other expenses in undertak- 
ing to fashion a fresh appraisal value 
of the shares under the only alternative 
plan authorized by law. 


Not Special Legislation 


The evidence is, the chancellor stated, 
that Prudential has total assets of about 
$4,500,000,000. Unassigned surplus alone 
amounts to $80,000,000. The cost of the 
outstanding shares on the terms of the 
agreement is about 1 percent of this 
surplus. 

The chancellor ruled that the 1940 law 
is not special legislation. The assump- 
tion that the statute is now available 
to only one stock life insurance company 
is not sustained by anything in the 
record. Notice by publication in this 
case was due process, the court held, 
pointing out that service of notice by 
personal letters to more than 20,000,000 
individual policyholders would have cost 
about $1,000,000, substantially more than 
the purchase cost involved. 
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Schriver Opposes 
N.A.L.U. Proposal 


Past President Circularizes 
Members on Salaried 
Board Chairman Project 


Opposition to the proposal in the Na- 


tional Association of Life Underwriters 
to create the post of salaried board 
chairman, who would have authority 


over the president and other elective 
offices, was presented in a memoran- 
dum to members by Lester O. Schriver, 
Peoria, Ill, general agent Actna Life 


and association past president. This 
supports the stand taken by O. Sam 
Cummings, past president. 

Mr. Schriver feels the proposed 


amendment “departs from a fundamen- 
tal democratic principle which may 
wreck an organization that it has taken 
15 years to rehabilitate.” 

He emphasized his opposition is 
without regard to the personalities in- 
volved. “All of the parties to the - 
arrangement are my personal friends. 
believe in their sincerity and honesty R 
purpose, and I regard Jim Rutherford 
as one of the most able and dynamic 
personalities in our business. I yield to 
no one in my personal admiration of 
him. But I feel that without meaning 
to do so, the N.A.L.U. board has sold 
Jim Rutherford a bill of goods... He 
has been elected to an office which does 
not exist.” 

He referred to James E. Rutherford, 
Seattle, who has just been named by 
the trustees as board chairman and ex- 
ecutive head. Ratification of the move 
will be sought at the Chicago annual 
meeting Aug. 19. 


Makes President Figurehead 


It suggests a set-up, Mr. Schriver 
feels, which would make a duly and 
democratically-elected president a mere 
figurehead, It would be like electing 
President Roosevelt chairman of the 
board of the United States tu guarantee 
his policies after his successor has been 
elected. 

The plan, Mr. Schriver argued, would 
not guarantce “continuity of program,’ 
but would guarantee only the perpetu- 
ation of a paid dictator. 

“TIsn’t that just the situation we were 
all glad to get rid of a few years ago! 
he asked. “It took a major operation 
to deliver us from the curse of an em- 
ploye with powers broad enough so 
that he will be the actual as well as the 
titular head of the association, with 
more authority than the president, sub- 
ject only to the control of the board 
of trustees? It was to rid ourselves of 
this very situation that we brought 
Major Hull into the picture a few years 
Do we want to go back to that 


ago. 
situation again.” 
Agrees Continuity Needed 

Mr. Schriver agreed with the com- 
mittee that some means should be 
found to safeguard the continuity of 
purpose, program and direction of the 


National association policy, for it seems 
that certain worthwhile projects are 
lost between administrations. Some ill- 
advised projects are pushed through to 
immortalize a given administration, he 
said. 

The past presidents as a group could 
become a permanent, if unofficial, steer- 
ing committee which could be of ines- 
timable value to the board, Mr. Schri- 
ver suggested. They are all mature 
men, have no axes to grind, and have 
at Jeast some of the elements of leader- 
ship cr they would never have become 
the “titular” heads of the association. 

As at present constituted, the so- 
called past presidents committee, Mr. 
Schriver charged, is “innocuous, ethe- 
real, attenuated, non-spacial and hypo- 
thetical.’” Their combined experience 


and wisdom, if any, could materially aid 
in establishing a “continuity in the as- 
sociation’s policy,” though they might 
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Ohio Sites 
Reinsures 
American Citizens 


Acting with the consent of the stock- 
holders and directors, John A. Lloyd, in- 
surance superintendent of Ohio, Tuesday 
filed suit in the common pleas court of 
Franklin county to take over American 
Citizens Life of Columbus, O., for re- 
habilitation. 

Immediately after Judge Reynolds 
granted the order, Superintendent Lloyd 
secured the court's approval of an order 
permitting him, as rehabilitator, to rein- 
sure 100 percent all policies the company 
has in force. The result of this second 
order, the superintendent explained, is 
that the policyholders are completely 
protected under the full terms and con- 
ditions of their policies. 


Two Reinsurance Agreements 


The reinsurance agreements are with 
Ohio National Life, which assumes all 
of the ordinary life policies which Amer- 
ican Citizens had in force, amounting to 
approximately $1,085,000 of insurance; 
and with the All States Life of Mont- 
gomery, Ala., which assumes the indus- 
irial aud inter mediate insurance, 

The next step in the proceedings, Mr. 
Lloyd said, would be liquidation of the 
corporate structure of the company with 
the determination and payment of all 
just claims and the reduction of the resi- 
due of assets to cash and its distribution 
on a pro rata basis to the stockholders. 

Mr. Lloyd said that shortly before 
the war the controlling stock in Ameri- 
can Citizens was acquired by Italian in- 
surance interests. The alien property 
custodian and the Treasury department 
because of these enemy-alien interests, 
are cooperating with Mr. Lloyd in the 
proceedings. Mr. Lloyd emphasized the 
fact that the policyholders are fully pro- 
tected. 


Company’s Condition 


As of Dec. 31, 1941, American Citizens 
had ordinary business in force of $1,645,- 
642, divided into life, $577,766; endow- 
ment, $377,887, and term, $129,500, and 
industrial, $560,489. Assets were $374,- 
069. Income in 1941 was $178,482, dis- 
bursements $65,447. 

The company is a stock, legal reserve 
company, organized in 1925 and was li- 
censed in 1929. Paid-in capital was 
$100,000 and surplus $50,000, the latter 
carried as of Dec. 31, 1941, at $117,112. 
Officers are listed as Dr. Jonathan ool 
man, C. L. Cockwell, and Dr. H. J. 
denkauf, vice- -presidents; Edwin Fled. 
derjohann, secretary, and Carl J. West, 
treasurer and actuary. 





Policy Loan Forger 
Ends Life in Lake 


At Springfield, Ill, the body oi 
Carl J. Riefler, manager of the pol- 
icyholders service department of 
Illinois Bankers Life of Monmouth, 
Ill., was recovered from Lake Spring- 
field. His car was found parked near a 
public beach at the lake and the body 








not guarantee “permanence in its man- 
agement.” “What organization would 
be benefited by guaranteeing ‘perma- 
nence in management’. ” he asked. 

“My objection is one of policy only. 
There is no rancor in my heart, no sour 
grapes, no desire to embarrass the pres- 
ent administration.” 

“T think the plan suggested violates 
a fundamental democratic principle, and 
that it is irregular under our present 
rules. I feel that the present board and 
the special committee, in particular, 
erred both in their judgment and execu- 
tion. 

“T still. believe in the fundamental 
good sense of the people as a whole, 
and in estalished democratic processes. 
The people may err at times but they 
can correct their mistakes without hav- 
ing to destroy a _ dictator in the 
process.” 


was recovered after about an hour and 
a half of grappling. 

Riefler had been missing eight days. 
He had been sought on a_ warrant 
charging forgery after President E. H. 
Henning of Illinois Bankers announced 
that there was a shortage of more than 
$15,000 in his accounts on the basis of 
an incomplete survey. 

Riefler apparently had been directing 
letters to his office, asking for loans on 
various policies. He would then approve 
these requests and enclose a check with 
the letter but the letters would not be 
mailed but the checks would be with- 
drawn and the endorsements forged by 
Riefler, who would cash them on a 
Springfield bank after signing his name 
under the forged instrument, 

Investigators state that some of the 
checks amounted to several hundred dol- 
lars and some were for more than $2,000. 

Riefler was 54 years of age. He went 
with Illinois Bankers Life in 1935, when 
Illinois Bankers reinsured Abraham 
Lincoln Life. He was _ originally 


connected with the old Springfield Life 
which was taken over by Abraham Lin- 
coln Life. His father was connected 
with the old Court of Honor, the frater- 
nal, that later became Springfield Life. 

Illinois Bankers Life has a_ blanket 
bond in the amount of $25,000 with 
Home Indemnity of New York. 

Mr. Riefler owned a home in Spring- 
field in the yard of which A. C. Little- 
john committed suicide a few years ago. 
Littlejohn was the operator of several 
mutual benefit concerns and he was in- 
dicted on account of some of his oper- 
ations. 


Four New Institute Members 


Four additional companies have been 
admitted into membership in the Insti- 
tution of Life Insurance, bringing the 
total membership to 112. The new mem- 
bers are: Continental Life of Washing- 
ton, D. C.; Girard Life, Kentucky Home 
Mutual Life and Pennsylvania Mutual 
Life. 





War Bonds. 


Insurance. 


Home Office 





Our America Is Your 
America and My America 


Together you and I can send fighting dollars 
to help preserve our American independence 
by investing at least 10°, of our earnings in 


Then you and I can each guarantee that our 
families shall enjoy economic independence by 


our individual ownership of adequate Life 


We have need of both— 


War Bonds to keep them safe NOW. 
Life Insurance to keep them secure THEN. 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. Greenwood, President 


Houston, Texas 
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N.A.L. U. osnel Well Received 


(CONTINUED FROM PAGE 1) 





Admitted advantages of permitting a 
moderate aggregate income tax deduc- 
tion covering debts, war bonds and pre- 
miums, said Mr. Witherspoon, are that 
the taxpayer would be helped to meet 
obligations which he should not avoid, 
he would have an incentive to save and 
would assist in the avoidance of infla- 
tion. The national association, he said, 
is interested in all three objectives. 

Asked by Senator Vandenberg what 
exemption he would suggest, Mr. With- 
erspoon said that for the life premiums 
alone the figure might be $300 or $500 
a year or some small percentage of in- 
come. Vandenberg said he agreed com- 
pletely with the objective but had been 
puzzled as to how to attain it. Chairman 
George expressed approval of the pro- 
posal. 

Cites Income Power 


Urging retention of the $40,000 estate 
tax exclusion, Mr. Witherspoon pointed 
out that $40,000 invested at 3 percent is 
only $100 a month, a bare existence for 
any widow, especially one with children: 
that people must be educated to the ad- 
vantages of life insurance and that Con- 
gress’ approval of the life insurance 
exclusion, dating back nearly 25 years, 
has been an important factor in this 
educational program; that life insurance 
is socially important both as a backlog 
during the insured’s lifetime and a 
means of caring for his dependents after 
his death. 

“During his lifetime the income tax 
law granted him a reasonable allowance 
tor the support of his dependents and 
if he was a married man or the head 
of a family gave him a larger exemp- 
tion before taxes took effect,” said Mr. 
W itherspoon, ‘These same dependents 
survive him and find it very difficult 
after the provider is gone, certainly no 
one can quarrel with the conclusion that 
something equivalent to the allowance 
for dependents should be carried through 
to bridge over the period after death 
until the family is self-sustaining.” 


Friend to Pay Death Taxes 


Mr, Witherspoon also made the point 
that in the $40,000 exclusion there is a 
needed incentive not only to accomplish 
the foregoing objectives but also to fur- 
nish liquid funds to pay death taxes to 
the government. These taxes must be 
paid out of liquid funds or forced sale 
of accumulated property and the latter 
course is usually costly to the state as 
few people ever die at the right time 
economically. Mr. Witherspoon cited 
the extent to which life companies have 
been and are investing in government 
bonds, the fact that agents under 
N. A. L. U. guidance and leadership 
have sold more than one billion dollars 
of series E war bonds through the 
salary allotment plan, and the fact that 
life companies have paid out to policy- 
holders and beneficiaries some 26 bil- 
lion dollars in the last 10 years. 

Mr. Witherspoon’s proposal for a de- 
duction for debt payments, war bond 
purchases and life insurance premiums 
caused Senator Taft to suggest that 
some form of credit might be worked 
out under which taxpayers having nc 
pressing debts and not wishing to take 
advantage of an exemption for life in- 
surance premiums could obtain rebates 
after the war on a portion of the taxes 
they had paid. 

In answer to a question from Senator 
Danaher, Mr. Witherspoon said that the 
National association’s proposal contem- 
plated that the exemption would apply 
only to life insurance purchased before 
the onset of the present war emergency 
and that the association had no desire 
to sell life insurance on the basis of this 
special exemption; the National associa- 


tion’s concern in this connection, he 
said, is to keep existing insurance in 
force. 


L. A. Baker, N. A. L. U. Washington 
counsel took up several other sugges- 
tions C. J. Zimmerman, then chairman 
of the N. A. L. U. law and legislation 
committee, covered in his presentation 


at the April 9 hearing before the House 
ways and means committee. 

These included a provision that insur- 
ance would not be included in a dece- 
dent’s gross estate if he had completely 
parted with all incidents of ownership 
prior to death and not in contemplation 
of death; a proposal that life insurance 
proceeds earmarked for payment of fed- 
eral estate tax should not be included 
in the gross estate; and an amendment 
making it clear that the exemption of 
insurance proceeds from income tax will 
include proceeds of a policy taken over 
for a valuable consideration if the bene- 
ficiary is dependent on the insured’s 
bounty or is closely related to the in- 
sured or has any insurable interest in 
the insured. 

Because of the 


War emergency the 


National association seeks an exemption 
of only $100,000 of proceeds earmarked 
for estate tax payment. This figure 
would include the $40,000 life insurance 
exclusion, if that is retained or whatever 
other specific life insurance exclusion is 
granted. 


PENSION PLANS 








Those who appeared at the Senate 
finance committee hearing last week on 
the taxation of pension plans dealt mainly 
with the provision in the bill passed by 
the House which would limit deduc- 
tions of contributions to employe pen- 
sion plans to 5 percent of payroll during 
the year of contribution and require the 
prorating of any excess above 5 percent 
over a period of 60 months. Also under 
fire was the bill’s wiping out of the 
present distinction between payments 
made to cover future service and those 
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made of cover accrued liability for past 
As a result chairman George 


services. 
appointed a special subcommittee to 
confer with Treasury experts on the 
points criticjzed. 

Meyer M. Goldstein,. general agent 
Connecticut Mutual Life, New York 


City, and member of the National Asso- 
ciation of Life Underwriters law and 
legislation committee, pointed out that 
the concept of distinguishing between 
future and past services has been a part 
of all the revenue acts dealing with the 
subject of pension trusts almost since 
the beginning of laws cov ering pension 
trusts, or for nearly 20 years, while 
sound pension designing and business 
practice have follow ed this same philos- 
ophy. He recommended that the em- 
ployer’s contribution on account of past 
services should be allowable as a busi- 
ness expense up to 20 percent of the 
amount necessary to take care of accrued 
liability for past services. 


For example, a firm having a past 
















“| HEARD THAT YOUR COMPANY CLOSED ANOTHER 


LARGE GROUP INSURANCE SALE, TOM...’ 





SO 
Sas = 





Business organizations are becoming increasingly aware 
of the importance which low cost Group Insurance plays 
in employee relation programs. Too, the fact that John 
Hancock has Group Insurance plans available to fit the 
requirements of small or large enterprises has provided 
thousands of employees with essential insurance coverage 
at a cost well within their means. 


LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
GUY W. COX, President 


“THAT'S RIGHT, JOHN...” 














service liability of $100,000 would be 
permitted to deduct up to $20,000 in any 
one year, providing, of course, that it 
actually contributed this amount. Since 
the remainder of the past service liabil- 
ity could be taken care of in such years 
in the future as the corporation had the 
profits to do so, it would not be in the 
position of having to make payments on 
which it would enjoy no tax advantage. 


Would Remove Limit 


As to the employer’s payments cover- 
ing future services, Mr. Goldstein rec- 
ommended that there be no limit but 
that the law should allow as deductions 
whatever contributions might be neces- 
sary to guarantee the commitments 
under the plan. The objection to limit- 
ing the allowable deductions to 5 per- 
cent in the year of contribution and the 
spreading of any excess above 5 percent 
over the succeeding 60 months begin- 
ning with the first month of the year of 
constribution, is that many corporations, 
particularly smaller business enterprises 
are not sufficiently sure of what profits 
they will make during the next few 
years to know whether the deductions 
to be allowed them on these future pay- 
ments will provide any tax incentive. 
Furthermore, a corporation making a 
contribution this year, for example, 
would have to pay a 1942 income tax 
on any amount in excess of 5 percent 
of payroll, even though the contribution 
had gone out of its hands just as finally 
as if paid out in salaries. 

Mr. Goldstein expressed agreement 
with the Treasury proposal incorporated 
in the pending bill which places pension 
trust plans and group annuities on the 
same basis with regard to the deduction 
for past service liability. Under the ex- 
isting law payment under a_ pension 
trust plan has to be deducted over a 10 
year period but group annuity contracts 
have been permitted to take the past 
service deduction in full in the year that 
contributions were made for such past 
service liability. Thus, if a company 
was able and willing to make a single 
lump sum payment to finance its entire 
past service liability it was permitted to 
do so, if the plan were otherwise rea- 
sonable, and to take a deduction in full 
in that one year. 


Five Year Spread for Bill 


The Treasury's proposal, as embodied 
in the bill, is to prorate past service lia- 
bility over a five year period instead of 
one year and in order to be consistent it 
would permit pension trusts to take the 
same five year spread instead of requir- 
ing the present 10 year spread. 

However, the Treasury, in order to 
simplify the job of determining what 
portion of a company’s contributions 
should be allocated to future service and 
what portion to past service, wiped out 
the distinction and used the arbitrary 
figure of 5 percent as representing the 
future service liability, everything else 
being considered to be for past service 
liability, to be spread over a five year 
period. 

Mr. Goldstein characterized this pro- 
cedure as oversimplification and called it 
both unnecessary and unwise. He said 
that the problem of dividing future and 
past service figures is a very simple ac- 
tuarial and mathematical problem, par- 
ticularly when compared with the many 
other problems that the revenue de- 
partment has to deal with. In self-ad- 
ministered plans the consulting actuary 
makes the computation and certifies it 
to the corporation, which in turn furn- 
ishes these figures to the revenue de- 
partment. In group annuities, the fig- 
ures are automatically furnished by the 
life company premium rates. In indi- 
vidual annuities the same holds true but 
in the individual policy it is the simplest 
kind of mathematical calculation to sepa- 
rate future service contributions from 
past service contributions, he declared. 

Furthermore, said Mr. Goldstein, the 
proposed procedure is unwise because 
past service accrued liability is a non- 
recurring item. Once it is financed it 
is behind both employers and employes 
as a completed job. It is only to take 
care of those employes who are on the 
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payroll of the company at the time the 
plan is first installed that it is necessary 
to provide a special past service contribu- 
tion fund. The sooner the employer 
provides such a fund, the better for all 
employes, old and new, he said. 

“Stretching it throughout the nation, 
we probably have between 3,000,000 and 
4,000,000 employes in private industrial 
plans who are more securely protected 
because our old law permitted corpora- 
tions to separately finance their past 
service liability on a basis which enabled 
the corporations to whittle down their 
accrued liability for past services just 
as quickly as it was possible to do so,” 
Mr. Goldstein said. 

Mr. Goldstein emphasized that while 
the 5 percent arbitrary limitation as a 
measure of future service costs might 
have been adequate in many plans in 
the past it is not true today for many 
reasons. Among these are the fact that 
interest earnings are down, there is less 
turnover among employes and therefore 
fewer severance credits to reduce em- 
ployers’ subsequent cost. The result of 
these and other factors has been that 
employers are paying more today than 
they have in previous years for future 
service financing costs. The chances 
are that an employer who was paying 5 
percent a few years ago may now be 
paying 7 percent, 8 percent or even 10 
percent for future costs. Also the age 
distribution of an employe group as 
well as the distribution by sex has an 
important influence on the cost of financ- 
ing future service benefits. 


Influence Would Be Bad 


Mr. Goldstein said that the adverse 
influence of prorating any excess over a 
five year period would be felt in two 
directions. As to new plans, employers 
who feel uncertain about the future 
would hesitate to establish pension plans 
because they would not be sure they 
would get the benefit of a tax deduc- 
tion unless they had profits in each of 
the four succeeding years to justify the 
tax they would have to pay under por- 
tion of the contribution which is de- 
ferred for four years. If the approxi- 
mately 2,750,000 small business units 
which employ some 10,000,000 employes 
do not establish pension plans for such 
reasons as this then their superannuated 
employes are at a disadvantage com- 
pared to what it would have been if they 
worked for larger business units with 
greater stability of earnings and con- 
sequently greater likelihood of inaugur- 
ating pension plans. 

Mr. Goldstein conceded that the pro- 
vision permitting a carry over of losses 
for two consecutive years is admittedly 
a relief on this score but he expressed 
doubt that it is a complete answer to 
the employer of small business units 
who would like to establish a pension 
plan for his employes. The conse- 
quence is likely to be that if such an 
employer establishes a plan at all he 
will probably provide only whatever 
benefits can be bought with a 5 percent 
contribution on his part, since this is the 
only amount that would be fully deduct- 
ible in the year in which paid. Hence, 
a low ceiling on current deductibility 
means lower benefits for employes in 
some plans. 

Mr. Goldstein pointed out that the 
present trend has been to supply -em- 
ployes in individual policy pension 
trusts not only with old age retirement 
benefits but also with supplemental 
death benefits, total and permanent dis- 
ability benefits and even unemployment 
benefits. If deductions are cut the em- 
ployer may cut his benefits to employes 
and thereby reverse the trend which has 
been making these employe benefit plans 
more desirable for employes. 


Henry Beers Testifies 


Vice-president Henry Beers of Aetna 
Life asked that the law define the rela- 
tionship between private pension plans 
and social security. He wanted it made 
clear, for example, that a plan which 
gives a benefit of 1 percent, times the 
number of years of service, on the first 
$3,000 of salary and 2 percent, times 
years of service, on the excess above 


$3,000 would be regarded as acceptable 
and non-discriminatory, since social se- 
curity would provide benefits on salaries 
up to $3,000 a year. 

Mr. Beers also felt the proposed re- 
quirement that at least 70 percent of 
employes must benefit should he 
changed to say that a plan must pro- 
vide that 70 percent of employes must 
be eligible, since in some cases of con- 
tributory plans perhaps only 60 or 65 
percent of the employes might care to 
contribute. He said a reasonable time, 
say,until the end of 1943, should be given 
to permit existing plans to conform to 
the new law, since the tax bill may not 
become effective immediately and there 
would be little time for corporations op- 
erating on a calendar year basis to make 
the shift if they had to do so as of the 
end of this year. 

Mr. Beers also touched on the 5 per- 
cent limit on deduction of the employer’s 
contribution in the year of contribution. 


Maduro Speaks for Employes 


D. B. Maduro, counsel of the New 
York City Life Underwriters Associa- 
tion and of the N. A. L. U. law and 
legislation committee, declared that the 
5 percent limitation would necessitate 
higher employe contributions if many 
pension trusts were not to be aban- 
doned. He said it was unthinkable that 



























MONEY 


money in these times. 


under our plan. 


THE NEW INSURANCE 


employes should be made to pay higher 
contributions at a time when they are 
least able to pay them because of in- 
creasing social security taxes, higher in- 
come taxes, and higher living costs. 
Other insurance men who testified in- 
cluded Arthur Hansen, consulting actu- 
ary, Chicago; J. E. Bright, agent John 
Hancock Mutual Life, Buffalo; E. M. 
Klein, Northwestern Mutual, Cleveland; 
and H. W. Forster of Towers, Perrin, 
Forster & Crosby, Philadelphia special- 
ists in pension plans. Witnesses also 
included several representatives of cor- 
porations having pension plans which 
(CONTINUED ON PAGE 20) 











Average Premium $93 


The United States Department of 
Labor has made an interesting survey 
of the economic situation of families of 
urban wage earners that brings out a 
number of facts regarding life insurance 
ownership. It has developed that nine 
out of 10 families of wage earners re- 
siding in cities of 50,000 population and 
over and with incomes of between $500 
and $2,000 own life insurance. Their 
average income was $1,524. The most 
significant expenditure for items other 
than current family consumption was for 
life insurance. The average yearly pay- 


ments of family was $93. 





MAKER 


issued by the 


ILLINOIS BANKERS LIFE ASSURANCE 
COMPANY 


THE INCOME BUILDER 


We have a NEW PLAN to enable you to make more 


This PLAN will not interfere with your present business. 


3. ONE-TENTH THE SALES, through large first commis- 
sions and large renewal commissions will return you 
TEN TIMES the earnings of the same volume of life 
insurance alone under our plan. 


IN ONE YEAR, you build as large a renewal income as 
you would in ten years writing the life insurance alone 


This Contract Pays All Ways: 


If you live too long. 

If you do not live long enough. 

If you are disabled. 

If you have an emergency need for cash. 


ALL AT EXCEEDINGLY LOW COST. 


HUGH D. HART 


Vice President and Director of Agencies 


Illinois Bankers Life 
Assurance Company 


MONMOUTH, ILLINOIS 
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INSURANCE MEN CALLED 10 SERVICE 





James W. Spurgeon, supervisor of 
licenses in the Indiana department, who 
was inducted into the army last week, 
was given a farewell party at which 
Commissioner Viehmann_ presided. 
A number of friends of Mr. Spurgeon, 
representing various organizations, spoke 
and several presented him gifts. D. G 
Trone, representing the Indianapolis 
Accident & Health Club, presented Mr. 
Spurgeon a wrist watch. Defense bonds 
were given him by the Indiana Cas- 
ualty & Surety Managers Association 
and Association of Indiana Legal Re- 
serve Life Insurance Companies, and 
a gift by his associates in the depart- 
ment. G. R. Pritchett, American 
of Newark, on_ behalf ‘of the In- 
diana Fire Underwriters Association, 
presented Mr. Spurgeon a _ traveling 
kit, Others who spoke were C. O. 
Bray, Hartford Fire; J. W. Stickney, 
secretary Indianapolis Board; A. LeRoy 
Portteus, Indianapolis Life, and Harry 
E. McClain, executive secretary Indiana 
Association of Insurance Agents. John 
R. Welsh, Indianapolis local agent, was 
in charge of arrangments. 


H. Walter Hanson, Jr., supervisor of 
the license branch of the Illinois depart- 
ment, has been granted a leave of ab- 
sence by Governor Green to enter active 
military service. His father is a former 
Illinois commissioner. 

Mr. Hanson, a reserve officer, has 
been ordered to duty with the air ‘force 
technical training command and assigned 
to Scott Field, at Belleville, Ill. He has 
been with the Illinois department since 
1930. He served as examiner for 10 
years until 1941, when he was appointed 
supervisor. 


Richard K. Holden, sales promotion 
manager of Columbian National Life at 
the home office, has been appointed 
lieutenant, junior grade, in the naval re- 
serves and was ordered to report to 
Washington. 


A. C. Droste, an agent in Paul W. 
Cook’s Mutual Benefit Life office in 
Chicago, has become a lieutenant in the 
navy. A, H. Cutler, who was formerly 
with the office and who has been a lieu- 
tenant and an instructor in infantry 
school at Ft. Benning, Ga., for the past 
year, has been made captain and cited 
for his organizing ability. 

As a farewell tribute to D. R. Wray, 
who has left to join the navy as an 
ensign, the Oklahoma agency of Kansas 
City Life gave a dinner in his honor 
and presented him several gifts. He was 
the company’s leader in production and 
renewals on the 5-point rating schedule. 

Alden H. Smith, with Northwestern 
Mutual Life, Nashville, Tenn., since 
1928 and a million dollar producer the 
past year, has been commissioned a lieu- 
tenant in the navy and will report for 
duty at Miami, Fla. 

M. C. Kramer, 18 years with Union 
Central Life, has enlisted in the army 
air force. He left the Lee & Lee 
agency at Dallas to report for active 
duty as a first lieutenant at Miami, Fla. 
Mr. Kramer has been an outstanding 
producer for many years. In 1929 he 
qualified as a charter member of Union 
Central’s $500,000 Club and_ subse- 
quently was a member 12 times. In 
one year he paid for more than $1,- 
000,000. 

Robert Williamson, formerly with the 
James Hill agency of Connecticut Mu- 
tual in Chicago, is now an ensign in the 
navy stationed in the Brooklyn navy 
vard. He will be married Aug. 29 in 
New York to Miss Mary Doris Eliza- 
beth Moore. 

Warren Van der Woort, formerly with 
the Hill agency, is now serving in the 
army in Arkansas. 

Lynn S. Broaddus, manager of the 
Broaddus agency of Guardian Life in 
Chicago, has two sons serving the war 
effort. Warner, 25, is a member of the 
merchant marine and has been on a ship 
that was torpedoed only two miles off 
Norfolk, Va. He previously worked for 


two years in his father’s agency. John 
Broaddus, 20, has been a member of the 
coast guard since July 1. He is stationed 
in Battle Creek, Mich. 


Dinwiddie Lampton, Jr., vice- -presi- 
dent of American Life & Accident of 
Louisville, who entered the service 
some time ago, is in Washington, 
studying in the adjutant genetal’s office. 


Andrew D. Christian, member o¢ the 
law firm of Christian, Barton & Parker, 
Richmond, Va., and a specialist in in- 
surance law, has been called to service 
as a major in the army air corps. Major 
Christian, a veteran of the first world 
war, has reported to the army air base 
at Miami Beach, Fla. 

He was secretary of the Legal Section 
of the American Life Convention in 
1925, and chairman the following year. 
Named assistant general counsel of At- 
lantic Life in 1919, he served as general 
counsel for that company for a time, 
beginning in 1923. He is a graduate of 
the University of Virginia. 


Col. George M. Chescheir, in civilian 
life Louisville general agent of New 
England Mutual Life, who has been at 
Camp Shelby, Miss., is attending the 
field artillery school at Fort Sill, Okla. 


Cashiers’ Association 
Installs New Officers 


Miss Christine Ludwig, cashier of the 
Caperton agency of State Mutual in 
Chicago, was installed as president of 
the Life Agency Cashiers Association 
of the United States and Canada at a 
dinner held this week, sponsored by the 
Chicago Association of Life Underwrit- 
ers and the Life Agency Managers of 
Chicago, 

Other officers installed included: First 
vice-president, Peter C. Mueller, Equi- 
table Society; second vice-president, 
Miss Anne C. Donohue, Penn Mutual; 
third vice-president, Donald J. Simpson, 
Connecticut Mutual; secretary, Miss 
Gertrude Flaschner, New England Mu- 
tual; assistant secretary, Miss Jean M. 
Gough, Guardian Life; treasurer, James 
A. Shevlin, Prudential; board of direc- 
tors, Miss Agnes E. Anderson, Provi- 
dent Mutual; Joseph L. Beesley, Equi- 
table Society; J. C. Raupp, New York 
Life, and J. I. Salins, Aetna Life. 

The cashiers’ trophy was presented 
by John W. Stonely, John Hancock, 
Rochester, N. Y., past secretary of the 
association, to Miss Mildred B. Krech, 
Massachusetts Mutual, president of the 
Chicago Association of Cashiers. The 
trophy was won by the Chicago associa- 
tion for prominence in activities last 
year. 

The speakers in addition to Miss Lud- 
wig included Joe C. Caperton, general 
agent of State Mutual; E. W. Hughes, 
general agent of Massachusetts Mutual: 
Charles B. Stumes, general agent of 
Penn Mutual; Earl M. Schwemm, gen- 
eral agent of Great-West Life, and Mr. 
Stonely. The dinner and program were 
arranged by James A. Shevlin, Pruden- 
tial. 

Congratulatory message from J. A. 
Witherspoon, president National Asso- 
ciation of Life Underwriters, Chandler 
Bullock, long president of State Mu- 
tual, and R. N. Hays, its secretary, were 
read by Mr. Caperton. Miss Ludwig, 
June 29, celebrated 38 years with that 
company. She is- believed to be the 
senior cashier of State Mutual. Mr. 
Caperton said the cashiers’ post has be- 
come the most important in an agency. 
Mr. Stumes originated the idea for life 
cashiers organizations and the Chicago 
division was the first formed in this 
country, it was reported. 

Mr. Stonely noted that Chicago won 
the trophy with more than 1,200 points, 
whereas 900 points was the highest pre- 
vious mark by a division. He said a 
national convention had been planned 
for this year at Rochester, but this was 
abandoned due to war emergency. 














A Cont ix Big. Money 


Hold one close enough to your eye and it 
will blind you to a universe. That’s one way 
of looking at it. 


But don’t be misled. It takes a lot of pen- 
nies to pay the expenses of a growing fam- 
ily, and that’s where the life insurance agent 
comes in. 


By concerning yourself now with the fam- 
ilies in your community, you may some day 
experience the gratification that comes of 
the knowledge that your persistency has 
been largely responsible for the security of 
widows and their children. 


That’s worth while! 
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Mutual Life Reseed 
at Half-Year Mark 


Company Has Done 
Much to Improve Its 
Position 





Probably no company is being watched 
more carefully than the Mutual Life of 
New York following the changes made 
by President L. W. Douglas and A. oF 
Patterson, executive vice- -president. It 
will round out 100 years of service next 
February, which is a remarkable achieve- 
ment in itself. Vice-president Patterson in 
speaking to the field organization said 
that the past six months the company has 
had many changes in methods and per- 
sonnel. During that period it had its 
own special problems with which to con- 
tend and others caused by the war which 
affected all companies. 


Some Semi-Annual Figures 


The paid for business was $86,000,000 
in the first six months. This was 3 
percent less than the first half of 1941 
but Mr. Patterson calls attention to the 
fact that almost all the new business 
came from the company’s own full time 
producers. In the first six months the 
Mutual Life policy payments exceeded 
$56,000,000. Of this amount $22,000,000 
represented death benefits while $34,- 
000,000 or more than 60 percent of the 
total was paid to living policyholders, 
annuitants and beneficiaries. The total 
benefit payments were somewhat less 
than the first half of 1941 because of 
the lower mortality rates and a decrease 
in number of policies surrendered. 

The mortality rate showed a_sub- 
stantial improvement the first part of 
the year but Mr. Patterson states it may 
not be a continuing trend. The ratio 
was 55 percent compared with 62 per- 
cent the first half of last year. The im- 
provement, he says, was apparently 
caused by the healthful open winter, the 
absence of serious epidemics in recent 
months, the increase in employment and 
more realistic living standards wpcca- 
sioned by the war. The general health 
of the nation appears to be better under 
war conditions. 


Assets Reach a New High 


The assets increased more than $25,- 

000,000 and on June 30 stood at $1,567,- 
000,000, an all time high. Insurance in 
force is $3,568,000,000 exclusive of divi- 
dend additions. It has in federal gov- 
ernment securities more than $513,- 
000,000, an increase of $31,000,000 in 
the half year period. 
_ Mr. Patterson calls attention to the 
important steps that have been taken 
to further the development of a full time 
field organization. Modern selection 
methods have been adopted which are 
expected to improve the mortality ex- 
perience. The Mutual Life has entered 
the field of substandard insurance and 
this offers an opportunity for full time 
men to increase their income. New 
policy contracts have been announced, 
term to age 65, the double protection 
policy, new juvenile program including 
the 20-year endowment. 

A new and more extensive effort has 
been launched and_ publicity programs 
have been developed. Mr. Patterson says 
that 447 field men and employes are 
now in the armed forces. , 





Mo. Order on Fidelity Claims 


JEFFERSON CITY, MO—The cir- 
cuit court — has authorized Dewey 
S. Godfrey, St. Louis attor ney, as Mis- 
souri receiver, to accept and consider 
claims against the $900,000 of Fidelity 
Assurance funds on deposit in Missouri. 

Under the court order, Godfrey can 
accept the claims of Missouri contract 
holders, but he cannot pay any money 
until the West Virginia company is 
clear of existing federal court receiver- 
ship and other litigation. 

The $900,000 was deposited in Mis- 
souri about a year ago. 


E. J. Dore Candidate 
for National Trustee 





Detroit and the 11 other local associa- 
tions throughout Michigan are sponsor- 
ing the candidacy 
of Edward J. Dore 
for trustee of the 
National Associa- 
tion of Life Under- 
writers. He is a 
successful personal 
producer and _ has 
been _ associated 
with Mutual Bene- 
fit Life in Detroit 
ever since he en- 
tered the business 
in 1928. In 1941 he 
was the leading 
producer in Michi- 
gan for his com- 
pany, and in 1940 was president of 
the “National *Associates,” the first 25 
volume leaders of Mutual Benefit. Cur- 
rently he is chairman of the life leaders 
of Michigan, the quarter million dollar 
club sponsored by the state association. 
His other association activities include 
membership on the life underwriters 
council of Michigan during 1941-42; 
chairman of the program committee of 
the Detroit association the past year, and 
vice-president and director of that asso- 
ciation both last year and this. 

His election platform consists of three 
main planks as outlined by the sponsor- 
ing committee made up of 32 prominent 
Detroit life underwriters and the chair- 
man, George E. Lackey. The first is 
that the Mutual Benefit, which he repre- 
sents, does not have another man on the 
board or as candidate at the present 
time. 

Second plank emphasizes the geo- 
graphical distribution of trustees at pres- 
ent giving no representation to the tre- 
mendous Great Lakes area including 
Michigan and Detroit which is the 4th 
largest city of the United States. 

The third plank is the personality and 
personal background of the man himself 
—his production record, having qualified 
in four separate years for the Million 
Dollar Round Table, and his willingness 
and ability to serve both the National as- 
sociation and the local members in De- 
troit and Michigan if he were elected as 
their representative on the national 
board. 





E. J. Dore 


Office Management 
Division Convention to 
Be Held in Chicago 


The office management division of the 
American Management Association will 
hold its meeting in the Drake Hotel, 
Chicago, Oct. 15-16. Governmental and 
industrial specialists will present recom- 
mendations for and testimonial accounts 
of office organization for warfare, under 
which such topics as the effect of war 
on job analysis and classification, mul- 
tiple shift organization of the office, stag- 
gering office hours, organization for the 
seven-day week air raid protection, the 
office supply outlook and long range 
planning of purchase will be discussed. 


Johnson Reports on “Crusade” 

NEW YORK — The “Keep Well 
Crusade” sponsored by the Institute of 
Life Insurance has met with a tremen- 
dous and enthusiastic reception by lead- 
ers in all walks of life, Holgar J. John- 
son, president, reported at a meeting of 
the Institute’s directors. More than 
115,000 reprints of advertisements, 50,- 
000 posters, and 2,150,000 enclosures 
have already been distributed, he stated. 
Plans for continuing the work were dis- 
cussed. 

The Institute will have a display at 
the Chicago meeting of the National 
Association of Life Underwriters high- 
lighting the results of its “Keep Well 
Crusade” campaign. 





Study “Marketing Life Insurance” by 
Dr. J. Owen Stalson. $6. Order from 
National Underwriter. 


George Adsit Introduces 
W. K. Hardt to Field Men 
in Several Cities 


George A. Adsit, vice-president of 
Girard Life, is completing an agency 
trip during which he is introducing to 
the field the recently elected vice-presi- 
dent of Girard Life, Walter K. Hardt. 
They have been holding agency meet- 
ings in a number of cities and in their 
messages have emphasized the impor- 
tance of adopting selling methods to 
war time conditions. Mr. Hardt has 
quickly gotten on familiar terms with 
the agency organization and has made 
a hit wherever he has gone. Until he 
went with Girard Life for five years he 
had been a partner in Haughton & Co. 
of Philadelphia, which is engaged in 
the general insurance business. Previ- 
ously he was vice-president and a direc- 
tor of the Philadelphia National Com- 
pany. He is a director of the Presby- 
terian Ministers Fund. 

A brother, Frank Hardt, is vice-presi- 
dent of Fidelity Philadelphia Trust 
Company and is a director of Phila- 
delphia Life. Another brother, J. Wil- 
liam, is vice-president of the Philadel- 
phia National Bank. 

In Chicago, in addition to the local 
general agents, a number of the guests 
were aietion toa ‘om at the nee 


water Beach Hotel, including members 
of the executive staff of the American 
Life Convention and American Service 
Bureau. 

It was announced there that Thomas 
J. Reidy, who is well known in the 
general insurance business with offices 
in the Insurance Exchange, Chicago, 
has been appointed associate general 
agent of Girard Life and that Philip B. 
Phillips, who has been with Girard Life 
10 years, and has been associate general 
agent, is located in the same office with 
Mr. Reidy and they will operate to- 
gether. 

Among the other cities that have al- 
ready been visited by Mr. Adsit and Mr. 
Hardt or will be visited before their 
return are Detroit, Cleveland, Columbus, 
Pittsburgh and Johnstown, Pa. 


War Clause Report Adopted 


Superintendent John A. Lloyd, Ohio, 
chairman of the life insurance commit- 
tee announces that the executive gom- 
mittee of the National Association of 
Insurance Commissioners has adopted 
its war clause report. The vote was 
taken by mail. 


C. H. Bonham of the Murphy & 
Mage agency of Northwestern Mutual 
Life, Los Angeles, has joined the coast 
guard as lieutenant, junior grade, and 
is now stationed | at Long Beach. 


No Vadkeuton ofort: 





B.M.A. salesmen aren't waiting for blue 
skies or the all-clear signal to carry 
on with the important job of protecting 
the Home Front. They cannot stop death 
or destruction but they can lighten the 
burden that falls upon those who are 
left behind. @ They can keep incomes 
going when sickness or accident make 
their inevitable calls and pay hospital 
bills in time of need. They can put chil- 
dren through school and bring the joy 
of financial independence to old folks. 
@ That’s what B. M. A. salesmen can 
and are doing every hour of every day 
because they want to get this war over 
with as much as you and I. 


BUSINESS MEN'S 


KANSAS CITY, MISSOURI Assurance Co. 
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New England Mutual Life 
Presents Service Awards 


(Picture on inside back cover) 


President George Willard Smith of 
New England Mutual Life personally 
presented to Boston qualifying agents 
their first monthly income checks under 
the company’s new compensation and re- 
tirement plan inaugurated July 1. 

Thirty-three senior members of New 
England Mutual’s field force are now 
receiving these past service awards, 
established especially for those who 
have already reached 65, and who thus 
could not hope to accumulate a_ sub- 
stantial income under a _ newly-estab- 
lished contributory retirement plan. Sev- 
eral of these men have been with New 
England Mutual more than 40 years and 
the average length of service of the en- 
tire group is more than 29 years. 

The qualification rules for past service 


awards are simple. All full-time agents 
who were 65 or older July 1, or who 
later became 65, are eligible to receive 
this award, provided they have at least 
$500,000 of life insurance in force. In- 
come payments are based upon a liberal 
formula for each $100,000 of insurance 
in force (which is premium paying or is 
fully paid-up) and which is beyond its 
11th policy year—presumably beyond 
the period when commissions are con- 
tinuing. 

The receipt of an award does not pre- 
vent the agent from writing new busi- 
ness, nor does it affect his receiving full 
first commissions on all such business. 
At the same time, the agent who has not 
retired may also qualify for additional 
payments under the New England Mu- 
tual agent’s retirement plan. 





Gale P. Johnston, third vice-president 
Metropolitan Life has been elected a 
director of Russian War Relief. 
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There is a reason why men con- 
tinue to move rapidly upward into 
management positions with Connect- 
icut General, and it is simply this: 


The entire Connecticut General 
organization is geared to the devel- 
opment and advancement of each 
man to the limit of his capabilities. 
To begin with, Connecticut General 
chooses only those who have the 
ability to move ahead rapidly. With 
the help of our thorough and con- 
tinuing training program, these men 
learn not merely to sell insurance 
policies, but to dig deep . . . to 
carefully correlate each client’s in- 
surance plan with his complete fi- 
nancial program. 


Men who make sales this way 
know life insurance . . . they 
are the men who have the knowledge 
and the experience to assume im- 
portant management responsibility. 
And with Connecticut General these 
men do move rapidly upward. 


y) 
en a 


LIFE INSURANCE COMPANY 


Hartford, Connecticut 


Life Insurance, Accident and Health Insur- 
ance, Salary Allotment Insurance and An- 
nuities, All Forms of Group Insurance, and 


Group Annuities. 
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Service 
Grows... 


Last year was our best year 
in the matter of gain in Life 


Insurance in force. 


For the first six months of 
this year our gain was 
greater than in the same 


period last year. 


That's because Shield Men 
are already trained for 
service in the great new 


American market. 
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BUSINESS AND PROFESSIONAL WOMEN .. . BUSINESS AND PROFESSIONAL MEN ... | TI 
More women are employed today than ever before. They Don’t underrate this market! There are a great many sa-} cr 
are assuming positions of greater responsibility that have aried people, advanced to more responsible positions, who} se 
been vacated by men who have been called to the service are earning more than ever. Essential industries and bus-— m 
of their country. The incomes of these women are higher nesses are booming—food, clothing, and drug manufac-} pt 
and their need for a systematic program of thrift and pro- turers, wholesalers and retailers. Physicians, dentists, at-| Op 
tection is proportionately more acute. This is a market chitects, and engineers are busier than ever. They all have w 
that cannot be overlooked by Aitna Life underwriters tax problems, business problems, and personal problem his 
who want to take full advantage of today’s opportunities. that only life insurance can solve. Look through you} of 
Whom do you know in this better-than-ever field? prospect file! There is an ZEtna Policy to fill their needs} pc 
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, Atitife Salesmen are now exploring the 
na Jpile insurance . . . . And, too, 


porties in familiar fields. For instance: 
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. «+f THE WEALTHY PROSPECT . . . Drastically in- 
nany sal} creased taxes have not eliminated this market but have 
ons, whof served to intensify the need for more tax insurance. If a 
ind busi: f man has a substantial amount of old life insurance for tax 
nanufac-} purposes, he owns valuable property containing settlement 
tists, at-| Options and interest factors not available today. The man 
-all have} who owns that insurance would do well to preserve it for 
problems | his family or himself by buying mew insurance to take care 
igh yout} of his 1942 tax problems. Whom do you know in this large- 
ir needs} policy field? Recommend an appropriate ZEtna Policy. 











THE AGRICULTURAL MARKET . . . Farmers 
are in a period of real prosperity. Their produce yields top 
prices and they can be sure of selling all they can raise. Yet, 
their increased income finds few outlets. Thrift and pro- 
tection, so admirably combined in a life insurance contract, 
has a definite place in the financial picture of every farmer. 
He needs life insurance and he can buy it, today. Don’t 
forget those who sell to the farmer. Their business is good. 
Whom do you know who is a farmer or who sells to 
farmers? You can find just the right Etna plan for them. 
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Second Thoughts, Wiser Answers 


Ir there should prove to be any sig- 
nificance whatever in the sample survey 
made by the American Newspaper Pub- 
lishers Association’s advertising bureau 
to the effect that 60 percent of the 
people would like their life insurance in 
the government, mainly on the ground 
of greater safety, it is a curious reflec- 
tion on the public’s state of mind and 
on the job which the insurance business 
has done in selling itself to the country. 

Without attempting to argue the ques- 
tion of what kind of job the companies 
have done it might be in order to point 
out that the public or even any indi- 
vidual outside his own particular field is 
a maze of conflicting opinions and wild 
inconsistencies. The average man wants 
to eat his cake and have it, too. He 
wants a second front opened in Europe 
but would be the first to criticise the 
consequence of such a move if by yield- 
ing to public clamor it should be made 


prematurely and have disastrous results. 

Today particularly, the average citizen 
feels close to his government. He feels 
that if the government isn’t the strong- 
est thing on earth, what can he put his 
trust in? It is natural that he should 
want the most important thing he owns 
—his life insurance—to be supremely 
well fortified. Life companies have 
failed, it is true. The government of 
the United States has never failed—and 
as we feel today with deeper conviction 
than ever before, it’s never going to fail. 
So why not have it protecting our loved 
ones through life insurance? 

It takes more thorough thinking than 
the average person is able to perform 
offhand in order to see the other side of 
the picture—the danger of subordinating 
all lines of business to what could be- 


come an all-powerful bureaucracy. Sec- 
ond thoughts might produce wiser 


answers. 


All Businesses Affected 


INSURANCE men, and possibly life in- 
surance writers to a greater extent, are 
prone to emphasize in their own minds 
the difficulties that are confronting them 
in their work due to war and dislocated 
economic conditions. It is true natur- 
ally that the buying power of the public 
is affected, that life insurance particu- 
larly is not readily salable among 
certain classes, that automobile insur- 
ance will gradually fade out to a large 
extent and there are irritating and ex- 
asperating situations to be confronted. 

However this may be, we should all 
recognize that there is not a single line 


so 


of business but what is affected in some 
way or other. Many that have to deal 
with priorities, that have great difficulty 
in getting supplies, ‘that are confronted 
with government regulations of all 
kinds, whose foundations are almost 
shattered, have situations to meet that 
are far more vital and discouraging than 
can be seen in insurance production. 
After all the insurance salesman is in a 
favored spot because he is not sur- 
rounded with so many regulations, re- 
strictions and rules. He has a free and 
open market so far as those are con- 
cerned that have the money to buy. 


Takes Destructive Attitude 


In of the issues of THe 
NATIONAL UNDERWRITER appeared a letter 
from Harry L. Wells of Evanston, III. 
business manager of Northwestern Uni- 
versity, a high attainments, a 
keen and business man, and 
yet his views of life insurance evidently 
have been warped by listening to the 
siren song of twisters. The argument 
of the twister is that when a man has 
a policy with any investment feature in 
it and where there is an equity he should 
invest his money and 
then purchase cheaper insurance. The 
inference is that the policyholder has a 
superior investment acumen than a life 


one recent 


man of 


successtul 


get his cash value, 


insurance company, 

the readjustment of life 
insurance Wells points it out 
might have virtue in it if the 
policyholder was sure of his investment. 


Theoretically 
Mr. 


some 


as 


There is no one person with whom we 
are acquainted that has supreme intelli- 
gence in this respect and he will find 
that if he is insured in a first-class legal 


reserve company his security is far 
greater than in almost every other line 
of investment or saving. Mr. Wells 


takes the position that a person’s life in- 
surance should not be regarded as sacro- 
sanct but that it should reworked 
and rewritten every five years. We agree 
with that life probably 
needs readjustment as the years go by 
according to conditions that may 
However, we feel that the re- 
as Mr. Wells suggests, will in 
almost all cases be to the detriment of 
the policyholder. There is always dan- 
ger in attempting to cancel and rewrite 
life insurance unless there is some ur- 
gent The trouble 


be 


him insurance 
new 
arise. 
vamping, 


reason for so doing. 


is that when an assured attempts to in- 
vest his own money he is very liable to 
have a loss. Thousands and thousands 
of people would be glad to have their 
life insurance back from which they 
took funds to make an investment. If 
a person desires to invest his free 
money that is his own affair, When 
he purchases life insurance he should 
consider for what purpose it is taken. 
Every once in a while one’s life insur- 
ance structure may need a coat of paint 
or patching up here and there, a new 
light put in or some modernization but 
the solid foundations certainly should 
stand. They should not be broken 
down at all. 

Another feature in Mr. Wells’ letter 
to which exception can be taken is his 
reference to the verbiage and conditions 
of life insurance. He demands a sim- 
pler policy. Something might be done 
to make the contract clearer and yet 
today the state laws prescribe life in- 
surance contract provisions. Mr. Wells 


seems to think that people at large be- 
lieve that there are “jokers” in life 
insurance policies, So far as we have 
been able to ascertain there is no 
“joker” in any contract of a reputable 
company. It is true that ambiguous 
and technical phraseology is found in 
some of the companies under assess- 
ment classifications where the laws are 
not rigid. Fortunately in these days 
we do not have tricksters endeavoring 
to take advantage of policyholders 
where reputable companies are con- 
cerned. That is seen in the very few 
suits that are brought by claimants. A 
company only contests a claim when 
there is a very obvious violation of the 
contract in its opinion. 

We will say that life insurance so far 
as the standard legal reserve com- 
panies are concerned is very free from 
chiseling or any attempt to take advan- 
tage of a policyholder. There are no 
“jokers” in their policies. A policy- 
holder can feel secure. 








PERSONAL SIDE OF THE BUSINESS 





Forrest Croxson, for many years 
Omaha manager of Equitable Society, 
is chief fire warden there. The first air 
raid alarm last week found all the air 
wardens on the job, a tribute to Mr. 
Croxson’s powers of organization. 


Miss Ruth Virden, secretary to Presi- 
dent P. K. Lutken of Lamar Life, has 
been sworn into the WAAC. 


G. A. L’Estrange, vice-president and 
agency manager of Wisconsin National 
Life, Oshkosh, Wi is., has been appointed 
chairman of the army emergency relief 
fund auxiliary committee for Winnebago 
county. 


Charles E. Johnson, secretary of 
Phoenix Mutual Life, was honored at a 
luncheon by his associates on his 40th 
anniversary with the company. He 
joined Phoenix Mutual’s actuarial de- 
partment after graduating from Weslyan 
University, and in 1917 took charge of 
the planning, , department, supervising 
procedure on personnel. He was made 
assistant secretary in 1918 and secretary 


in 1930. 
Paul Remmel, Arkansas manager of 
American National of Galveston, has 


been elected chairman of Draft Board A, 
in Little Rock. Mr. Remmel, an officer 
in the first world war, has a son in the 
armed service in Alaska and a brother 
who is a colonel in the regular army, 
reported missing in action after the sur- 


render of Corregidor. 
More than 10,000 under - privileged 
children and their supervisors were 


guests of Charles F. Williams, president 
of Western & Southern Life, at the 
Williams’ Zoo Days, held at the Cin- 
cinnati Zoological Garden, the last three 
Mondays. The children, selected through 
about 15 charitable organizations in 
Cincinnati, were provided with trans- 
portation to and from the Zoo, admis- 
sion tickets, a box lunch, refreshments 
and various amusements, Similar out- 
ings have been sponsored for a number 
of years through Western & Southern, 


with the Cuvier Press Club in charge of 
arrangements. 


The young pitcher for the Camp 
Grant team that played the Chicago 
White Sox early this week was Dick 
Hirsch, who is a former agent with the 
A. E; McKeough agency of Occidental 
Life in Chicago. 


Frank Garey, district manager of 
Equitable Life of Iowa for southern Ne- 
braska, has returned to work after an 
illness that began last December. Mr. 
Garey has a record of eight years’ con- 
tinuous weekly production, beginning 
with his first week. 


Elmer Abbey of San Antonio has just 
observed his 25th anniversary as general 
agent of Aetna Life. He received con- 
gratulatory messages from President 
Morgan B. Brainard and Vice-president 
S. T. Whatley, and numerous messages 
from friends, Capt. I. F. Cook, assistant 
secretary of the group department of 
Aetna Life, who is in the Army air 
corps at Kelly Field, San Antonio, repre- 
sented the home office and _ presented 
Mr. Abbey a bronze plaque. The mem- 
bers of the Abbey organization presented 
him a desk pen set. Mr. and Mrs. Abbey 
were hosts to 45 guests at a lawn party 
at their home, including members of the 
organization and friends. 


Mrs. Katherine Wayland, deputy in- 
surance commissioner of California and 
secretary to Commissioner Caminetti, 
has returned to her offices after more 
than six weeks in the hospital and at 
home. Both wrists were fractured in an 
accident on her vacation. 


E. H. Mulock, president of Central 
Life of Iowa, well-known also as a lo- 
cal agent in Des Moines for many 
years, is now reported on the road to re- 
covery and expects to leave Iowa Meth- 
odist hospital within a few days. Mr. 
Mulock was taken to the hospital May 22 
and was taken seriously ill a month later 
with pneumonia. At one time his condi- 
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tion was so critical it was necessary to 
place him in an iron lung. 
Recently, he has - been 


improving 
steadily. 











DEATHS 


Pa. Comissioner 
Dies in Second Term 











COL. M. H. TAGGART 


Col. M. H. Taggart, who died at his 
home in Northumberland at the age of 
63, had been Pennsylvania insurance 
commissioner since 1939 and had served 
a previous term, from 1927 until 1931. 

Governor James of Pennsylvania an- 
nounces that Ralph H. Alexander, 
deputy commissioner, has been named as 
acting commissioner to fill the vacancy 
caused by the death of Col. Taggart. 


George J. Hartman, 48, manager of the 
life and accident and health departments 
of Cravens, Dargan & Co. at Houston, 
Tex., died there. The firm is general 
agent of Occidental Life of California. 
Mr. Hartman was in the investment 
business in his native city of Chicago be- 
fore going to Los Angeles. In 1929 he 
joined Occidental Life at the home of- 
fice as supervisor of the thrift depart- 
ment. In 1933 he went into the field as 
a manager and was successively located 
at Grand Forks, N. D., Portland, Ore., 
and Fresno, Cal. He returned to the 
home office in 1938 as assistant superin- 
tendent of the accident and health de- 
partment, resigning in 1941 to go with 
Cravens, Dargan & C 

Felix D. Simon, a veteran agent of 
the Stumes & Loeb general agency of 
Penn Mutual in Chicago, died recently 
due to a heart attack. He was 48 years 
of age and had been with Penn Mutual 


LIFE INSURANCE EDITION 











for 18 years. His average annual pro- 
duction was about $600;000 and he had 
put on the books more than $10,000,000. 
Mr. Simon was connected with Stumes 
& Loeb for four years before he started 
selling life insurance. He was born in 
Burlington, Ia. July 7, 1894. He lived 
in Highland Park, Ill. where he was 
active in community life and had a rep- 
utation as an expert floriculturist. 

Frank R. Perilla, manager Metropoli- 
tan Life, died at his office in Baltimore, 
apparently from a heart ailment. He 
had been manager of the Baltimore dis- 
trict for seven years, before that, mana- 
ger at Fairview office in Camden, N. J. 
He had been in the service of the Metro- 
politan 19 years. 

William W. Wright, an auditor in the 
General American Life home office, died 
from a heart attack w hile en route home 
from a fishing trip in company with 
Charles H. Hempel, treasurer of Gen- 
eral American. He had been in life in- 
surance work about 30 years and was 
in the auditing department of Interna- 
tional Life and then with Missouri State 
Life before it was reinsured by General 
American Life. 

Raymond Z. Staudt, Sr., 62, branch 
manager at Canton, O., for Central Life 
of Iowa, died there after a long illness. 
He had been in the insurance business 
42 years. 

Robert S. Burgess, 55, inspector of the 
Massachusetts department, died  sud- 
denly at his desk in the department 
headquarters. 

R. K. Welsh, 80, one of the founders 
of Rockford Life, died at his home in 
Rockford, Ill. He was a former circuit 
judge and active in Rockford affairs. 

John A. Plyte, 66, for 47 years in the 


home office medical department of 
Northwestern Mutual Life, died at a 
Madison, Wis., hospital. 





Life Policy Held Not Subject 
to Distraint Action 


A life policy is not property subject 
to distraint for an insured’s delinquent 
income taxes, it has been ruled in two 
cases by circuit courts of appeals, ac- 
cording to the “Fortnightly News Let- 
ter” of the American Life Convention. 

One case was on appeal from the 
southern district of New York and the 
other from the eastern district of Penn- 
sylvania. Both decisions affirmed judg- 
ments of the lower courts and held the 
life companies were not in possession oj 
the insured’s property or right to prop- 
erty within the meaning of section 3710 
of the internal revenue code, which im- 
poses a direct duty upon one in posses- 
sion of the taxpayer’s property or right 
to property to surrender it upon demand 
by the collector. 

The cases are those of United States 
vs. Metropolitan Life and United States 
vs. Penn Mutual Life. 

The first circuit court of appeals drew 
ie same conclusion in the United States 

Massachusetts Mutual Life and sev- 
pia federal district courts have held to 
the same effect. 





age American. 


about it. 





You Are Selling Protection 


As a life underwriter, you undoubtedly appreciate 
the meaning of “protection” more keenly than the aver- 
Consequently, you should fully appre- 
ciate the importance of the protection which War Bonds 
and Stamps provide for every one of us. 
buying all the Bonds and Stamps you can? 
Maybe you can help provide a little more 
protection for the life and liberties we all love so dearly. 


Shenandoah Life Insurance Co., Inc. 
Roanoke, Virginia 


Are you really 


Think 




















OURS TO PROTECT 


When our Revolutionary Fathers bequeathed 
to us the Stars and Stripes, we were given a 
new freedom — for a Democracy was born. 
Those forefathers of ours had a job to do and 
the vision and courage to do it. 


Today Old Glory unfurls in the breeze, as 
proud and as gloriously as in the years before, 
but today it represents a Nation attacked and 
our job is to hold our freedom against savage 
hordes. We intend to do it. Of our one hun- 
dred thirty million Americans, we cannot all 
carry arms, nor can we all take on the vital 
work in the defense factories, but we all have 
an important part to play. 

The Life Underwriter has a job of utmost im- 
portance—he must protect our great industrial 
system by protecting the individual. If your 
part in this struggle is to protect the men and 
women behind the men behind the guns, you 
will find it pays to be friendly with— 


PEOPLES LIFE INSURANCE CoO. 


“The Friendly Company” 
FRANKFORT INDIANA 

















thousands of families who formerly va- 


This summer 
cationed at the mountains or the seashore, or simply 


went to visit grandma, are staying at home. You know 


the reason why. 


You know, too, that distance has not lost its lure, that 
people forced to stay at home will doubly yearn for 
what they may not have. 


That’s why alert agents are selling the long vacation 
days of retirement as antidote for today’s frustrated 
vacation desires. 


Liberty National agents are finding the new Retire- 
ment Package Plan a tool apt to the task. 





BIRMINGHAM? ALABAMA 
FRANK P. SAMFORD. PRESIDENT 
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‘NEWS OF THE COMPANIES 





Jefferson Standard 
Half-Year Record 


At the semi-annual meeting of Jeffer- 
son Standard Life, President Julian 
Price declared the first half year had 


been the best six months of its history. 
\ dividend of 40 cents a share on the 
400,000 shares was declared, the same as 
was declared at the January meeting. 
Life insurance in force is $461,000,000 
and the assets $109,584,650. President 
Price said further: 

“Canadian insurance companies are 
writing an increased volume of new busi- 
ness just as United States companies 
did in the last war after the first shock. 
We anticipate that we will shortly have 
a similar experience. The increase in 
the national income, even after the pay- 
ment of higher taxes, will leave more 
money available for the purchase of in- 
surance.” 

Stating that there has been a decided 
decrease in the company’s termination 
rates, he pointed out that in times like 
these people appreciate life insurance 
more than ever before. 

He pointed out that the company and 
its employes are cooperating completely 
with the government in the war effort. 
The company’s service flag now bears 
108 stars, representing agents and em- 
ployes who have gone into the armed 
forces. 


Buy Federal Bonds 


Jefferson Standard has invested more 
than $5,000,000 in United States govern- 
ment bonds since the first of the year, 
he reported. This is approximately half 
of the cash premium and investment 
income for the first six months. 

“We have had an exceptionally satis- 
factory claim experience during the first 
six months,’ Mr. Price said. ‘There 
has been a material improvement in cur 
disability experience, as well as in the 
accidental death rate. More good jobs 
available at better salaries and less un- 
employment have had an effect on dis- 
ability claims. Accidental deaths have 
been reduced by the removal of auto- 
mobiles from the roads and the reduc- 
tion in speed. Our mortality experience 
is the best in several years, even though 
we have paid out $115,000 in war losses.” 

He said the company now has more 
than $50,000 in reported war deaths on 
which proofs have not been received, 
and more than $60,000 in war claims 
where the policyholders are reported as 
ntissing but not necessarily dead. 


Anticipating heavier war mortality, 
Jefferson Standard has set aside out of 
the six months’ earnings a war fluctuat- 
ing fund of $250,000. This fund, to- 
gether with the capital, surplus and con- 
tingency reserve, makes a total of 
$9,400,000 set aside by the company. 
Caldwell Northwestern Special 
N. Caldwell, newly elected 
commander of the Kentucky depart- 
ment, American Legion, is a_ special 
agent of Northwestern Mutual Life at 
Glasgow, Ky., and not a general agent, 
as stated in the last issue. 


Edgar 


Drop American Savings Merger 

KANSAS CITY—Directors of Amer- 
ican Savings Life of Kansas City decided 
to withdraw the application for merger 
with Republic National Life of Dallas. 
At a meeting later of the commissioners 
who had been considering the proposed 
merger, the withdrawal was announced 
and was accepted by the commissioners. 
American Savings, which is now owned 
by interests connected with Republic 
National, will continue as a separate 
company, with the same management 
as before. 

Its accident and health 
been taken over by Business Men’s 
surance. 


Order Colonial Life Election 


The National Labor Relations Board 
has ordered an election to determine 
whether the United Office & Profes- 
sional Workers of America, CIO, will 
represent employes of Colonial Life as 
collective bargaining agent. The com- 
pany has 50 district offices in New Jer- 
sey, New York, Connecticut and Penn- 
sylvania, with 775 employes. 


Berkshire Life’s First 
Half Shows Increases 


_ Berkshire Life reports a satisfactory 
first six months in spite of the disloca- 
Assets increased $1,- 


business has 


As- 





tion of the war. 

680,558 to a total of $70,668,959, In- 
surance in force was up _ $3,743,997. 
Lapses declined 24 percent and. sur- 


renders were 12 percent less. 

The company increased its govern- 
ment bond purchases $2,639,000, and 
President Fred H. Rhodes states that 
the company intends to continue the 
larger investment in government obliga- 
tions. Total receipts of the company 
exceeded disbursements by $1,742,363, 
which was $375,526 better than a year 
ugo. 


The ceiling on rents has had an ad- 


verse effect on the sale of real estate, 
Mr. Rhodes said, but some sales are 
being made. The company had a net 
profit on sale of real estate for the first 
six months of $65,149, as compared with 
$15,606. Prices for commercial real 
estate have improved somewhat in spite 
of rent ceilings. 


Continental Assurance 
Makes Mid-Year Report 


Insurance in force of Continental As- 
surance at June 30 amounted to $382,- 
413,884 or an increase of $15,367,439 
since Dec. 31. Assets gained $1,925,179 
and now total $42,691,577. There is a 
general contingency reserve of $10,000, 
capital is $1,000,000 and net surplus is 
$3,220,739 or an increase of $150,032. 


CHICAGO 


CAPERTON IN NO. 1 SPOT 

The Joe C. Caperton agency of State 
Mutual Life in Chicago in showing a 
30 percent increase over the first half of 
1941 is the leading producer for State 
Mutual so far this year. 

This record is despite the fact that 
seven men have left the agency for the 
armed services. One of the men was 
called on the first draft number. Those 
now in the armed services from the Cap- 
erton agency include L. G. Nottoli, the 
first to leave; R. E. Sigo, who is in the 
navy; M. E. Smith, a first lieutenant in 
the air corps; Mr. Williamson, second 
lieutenant in the air forces and Mr. Vlk, 
an army guard at a defense plant. 











EWING AGENCY HONORED 

The Willard Ewing agency of Provi- 
dent Mutual Life, Chicago, has just re- 
ceived a bronze plaque from the com- 
pany as a “persistency award” for the 
lowest first and second year lapse rate 
in the midwest division of the company 
for the period ended June 30. 

BEATS “41 RECORD IN 7 MONTHS 

The production of the Howard E. 
inglish agency of Bankers Life of Ne- 
braska in Chicago for the first seven 
months of this year exceeds by 40 per- 
cent the writings for the entire year of 
1941. 

Lieut. Col. Irwin Hertzman of Hertz- 
man & Hertzman, Louisville general 
agents of State Mutual Life, headed a 
program at Louisville of the 17th Bat- 
talion Replacement Training Center, 
which held open house to mark the 
end of a 13 weeks’ training period. The 
end of a 13 weeks’ training period. 


nniversary 


EQUITABLE LIFE OF IOWA 
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This is the second in 
a series illustrating 
the unique features 
that make Central 
Life policies easy to 
sell. 


| Don't Believe It! 


“Do you mean that in case any- 
thing happens to me, your 
company will not only pay the 
face amount of the policy but 
also will 


Return all premiums paid? 


Yes, that’s often the reaction 
of a prospect when a Central 


Life representative proposes 
the Return of Premiums agree- 
ment. 


But It’s True! 


And Central Life agents find 
the Return of Premiums agree- 
ment one of the best ap- 
proaches there is! 


We shall be glad to give the 
details about this unique pol- 
icy rider to insurance men in- 
terested in agency opportuni- 
ties with a 37-year old com- 
pany. Write to— 


Alfred MacArthur, President 


CENTRAL LIFE 

















_—— Insurance Company of Illinois — 
211 West Wacker Drive, Chicago, III. 
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Shugg to Detroit 
for Union Central 


Arthur P. Shugg has been appointed 
general agent in Detroit by Union 
Central Life. Will 
S. Reeve, manager 
there for the last 
23 years, will con- 
tinue as head of 
the company’s 
agency operations 
in Detroit and 
eastern Michigan, 

Mr. Shugg goes 
to Detroit from St. 





Louis where he 
has been general 
agent of Aetna 
Life since 1930. 
Mr. Shugg is a 
5 = A. P. Sh 
past president of — 


the St. Louis General Agents & Man- 
agers Association and past president of 
the St. Louis Life Underwriters Asso- 
ciation. He has also been prominent in 
National association activities. When 
the national convention was held in St. 
Louis in 1939, Mr. Shugg was chairman 
of entertainment and a member of the 
executive committee of the convention. 

Born in 1896, Mr. Shugg 27 years 
ago joined the banking firm of Paine, 
Webber & Co. He entered life insur- 
ance in 1923 in Boston and produced 
more than $500,000 of business in his 
first year. In 1925 he was made an 
agency supervisor in Boston and con- 
tinued in this position until his appoint- 
ment as general agent for Aetna at 
St. Louis: 


Takes Home Office 
Agency of Franklin 


Edward E. Hawkes, Jr., a well known 
life agency head of Illinois, has been ap- 
pointed regional manager by Franklin 
Life in charge of the home office agency 
at Springfield, Ill., for both life, accident 


” 








E. E. HAWKES, JR. 


and health. Mr. Hawkes recently re- 
signed as Peoria, Ill., general agent of 
Northwestern National Life to accept his 
new post. 

Mr. Hawkes has had a broad life in- 
surance experience. He was at one time 
general agent for State Mutual in Co- 
lumbus, O., and Buffalo after having 
been an agent of Phoenix Mutual Life in 
Chicago and later an agent and then su- 
pervisor of State Mutual there. 

Since Mr. Hawkes has taken charge 
of the Springfield agency of Franklin, it 
has moved up one point in national 
standing among agencies of that com- 
pany. 


Paul Demeter N. M. General 
Agent of N. W. Mutual 


Paul Demeter has been appointed 
general agent of Northwestern Mutual 
Life at Albuquerque for the state of 
New Mexico, effective Sept. 1. The new 
general agency was originally a part of 





PAUL DEMETER 


the Colorado general agency. Since the 
death several years ago of Curt Schroe- 
der, former Denver general agent, it has 
been a part of the C. S. McMartin 
agency at Phoenix, Ariz. Mr. McMartin 
continues as general agent for his orig- 
inal Arizona territory. 

Mr. Demeter has been associated with 
his father, G. A. Demeter, district agent 
of Northwestern Mutual at Albuquerque, 
since February, 1931. He attended the 
University of Colorado school of busi- 
ness administration. He received pre- 
liminary life insurance training in the 
Denver agency, and in September, 1930, 
became an agent in Boulder, Colo. The 
following February he went to Albu- 
querque to join his father’s agency. 

One of the leading producers of 
Northwestern Mutual in the southwest, 
Mr. Demeter also has had experience in 
recruiting and developing new agents 
and in office management. He has the 
C.L.U, designation and is past president 
of the New Mexico Association of Life 
Underwriters. Under the new arrange- 
ment, G. A. Demeter will continue as a 
special agent in the Albuquerque gen- 
eral agency. 





Lincoln National Names 
M. W. Peterson at Charlotte 


Maurice W. Peterson has been ap- 
pointed general agent of Lincoln Na- 
tional Life in Char- 
lotte, N. C. His ter- 
ritory includes 
Charlotte and 26 
surrounding coun- 
ties. Offices are in 
the Johnston build- 
ing. 

Mr. Peterson be- 
gan his sales career 
16 years ago with 
the Ralston-Purina 
Company. In 1938 
he entered life in- 
surance as special 
representative for 
Massachusetts Mu- 
tual in Jacksonville, Fla. His _per- 
sonal production record has been 
consistent and he has established a 
record in managerial capacities. Mr. 
Peterson is a specialist in estate plan- 
ning and programming. He won the C. 
L. U. degree this year. 

A graduate of the University of IIli- 





M. W. Peterson 


nois, Mr. Peterson established a coach- 
ing record before entering sales work. 

Mr. Peterson has been director of the 
Jacksonville Lions Club, Red Cross 
chapter and Life Underwriters Associa- 
tion and president of the Jacksonville 
Civic Art Institute. He inaugurated 
Golden Gloves competition in Jackson- 
ville and has served as general chair- 
man each year. 





Overholser’s Office in Miami 


O. V. Overholser, who was named 
south Florida manager of John Hancock 
Mutual Life, has his headquarters in the 
Congress building in Miami, rather than 
in Jacksonville, as stated in the July 31 
edition. 


Beneficial Life Names 
Hilton to Colorado Post 


Clem Hilton has been appointed gen- 
eral agent for Colorado for Beneficial 
Life of Salt Lake City. He will have 
headquarters in Denver. Mr. Hilton suc- 
ceeds Charles H. Goodson, who re- 
signed because of the rapid growth of 
his accident and health business. He 
is Colorado manager for World of 
Omaha. 

Mr. Hilton is a former general agent 
of Republic National Life at Albu- 
querque, N. M., and a former superin- 


15 








tendent of agents of Western American 
Life. He is a graduate of Research 
3ureau school in agency management. 

Mr. Hilton’s brother, Lyle, also has 
joined Beneficial Life and will operate 
in Denver as assistant general agent. 





Derrick Named in Worcester 

Butler C. Derrick of Springfield has 
been named district manager in charge 
of the Worcester, Mass., office of Massa- 
chusetts Mutual Life, under the super- 
vision of Litchard & Cook, Springfield, 
general agents. 

A graduate of the University of South 
Carolina, where he was active in foot- 
ball and other athletics, Mr. Derrick 
was an official of the Great Atlantic & 
Pacific Tea Co. before entering insur- 
ance. He has been very successful as a 
personal producer in Springfield. 





Berkshire Life Names 
Petillon in Minneapolis 


Charles E. Petillon has been named 
general agent of Berkshire Life in Min- 
neapolis. He will have offices in the 
Rand Tower building. 

Mr. Petillon formerly was located in 
Minneapolis, but for the past five years 
has been on important assignments for 
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R. P. Tucker in St. Louis 
for Bankers of Iowa 











RAY P. TUCKER 


Ray P. Tucker, salesman of the Elgin, 
Ill., agency of Bankers Life of Iowa for 
18 years, has been appointed that com- 
pany’s agency manager in St. Louis. 
He succeeds A. C. Humphrey, who has 
entered the naval service as a lieutenant, 
senior grade. : 

Mr. ‘Tucker’s entire life insurance 
career has been with Bankers Life in 
its Elgin agency. He has qualified for 
membership in the President's Premier 
club in nine of the past 15 years. : 

Bankers Life is discontinuing its 
Peoria, Ill., agency, which has been con- 
solidated with the Decatur agency under 
the manager C. C. Clouse. C. J. Bogard, 


formerly Peoria manager, becomes 
agency supervisor. of the Decatur 
agency. 








the company in Springfield, Mass., and 


Pittsburgh. 


Green Salt Lake Group Chief 


Aetna Life has appointed E. T. Green, 
former newspaper advertising man, man- 
ager of the group department in Salt 
Lake City. Mr. Green recently complet- 
ed a course of training in San Francisco, 
Portland and Los Angeles. His terri- 
tory includes Utah and Idaho. 


Williams Named in Montgomery 
Leister E. Williams has been ap- 
pointed district manager in Montgomery, 
Ala., by Lamar Life. He is a former 
college dean and has had life insurance 
experience with Penn Mutual. 


Droege Northern Life Manager 


W. L. Droege, who has been with 
the White & Odell home office agency 
of Northwestern National Life, has left 





Takes Over Miami Agency 
for Lincoln National 





William J. Mecke has taken over his 
new duties as general agent of Lincoln 
National Life in 
Miami. Mr. 
Mecke, who will 
have charge’ of the 
central and south- 
ern sections of 
Florida, entered 
life insurance in 
1931 as an agent 
in Philadelphia for 
Penn Mutual. He 
went with Pruden- 
tial in Miami in 
1937, and _ since 
1941 has been 
manager for that 
¢ompany in Balti- 
more. 





WwW. J. Mecke 


that organization to become Minneap- 
olis manager of Northern Life of Seattle. 
Keith Peterson, who has been manager 
for both St. Paul and Minneapolis, will 
handle the St. Paul office. 





W. G. Myers, formerly supervisor in 


the San Diego, Cal., district office of the 
J. H. Cowles agency of Provident Mu- 
tual Life, after an absence from the in- 
surance field, has been appointed man- 
ager of the life and accident and health 
department of the Barney & Barney 
agency in San Diego. 








LEGAL RESERVE FRATERNALS 





Hertzberg Named 
Field Manager 


Thomas O. Hertzberg, Sheboygan 
Falls, has been appointed general sales 
manager of Fidelity 
Life, Fulton, IIl., 
succeeding the late 
Arthur R. Colvin. 

He started sell- 
ing life insurance in 
Milwaukee in 1929 
with Provident Mu- 
tual Life. His work 
was so outstanding 
there that he was 
called to the home 
office of that com- 
pany in 1934 as 
agency department 
assistant and suc- 
cessfully engaged 
in supervisory work for a number of 
years. He was home office field super- 
visor for Equitable Life of Iowa from 
1937 to 1942, operating in the midwest 
and east. He has had broad experience 
in recruiting, training and sales promo- 
tion in life insurance. 

Mr. Hertzberg is a native of Wiscon- 
sin and a graduate of Swarthmore Col- 
lege, where he received his A.B. degree. 

In his new position he will have 
charge of Fidelity’s entire sales organi- 
zation in 11 states. Fidelity has had a 
fine sales record in the last few years, 
and reports a 34 percent net gain in 
new paid for business the first six 
months of this year over the same pe- 
riod in 1941. 





T. O. Hertzberg 


Equitable Reserve Changes 
Title of Publication 


The title of the Equitable Reserve’s 
monthly publication, “The Friend & 
Guide,” will be changed with the Sep- 
tember issue to “Equitable Reserve 
Guide.” This change was adopted by 
the supreme assembly at a meeting in 
Madison some time ago. It conforms 
with the practice of fraternal societies to 








DO YOU believe in 


YOU? 


Lutheran Brotherhood is looking 
for a man who is not afraid to step 
out of a rut and try something new 
—who has enough faith in his own 
sales ability to be willing to enter a 
new and highly selective field of in- 
surance selling. If you have that 
confidence in yourself—and are a 
Lutheran — your opportunity with 
Lutheran Brotherhood will be lim- 
ited only by your own effort. Find 
out about the L-B plan and the 
many attractive features it offers. 
Write stating age and experience. 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 
Herman L. Ekern, President 
608 Second Avenue So. Minneapolis, Minnesota 





include some portion of the society’s 
title in that of the publication. 

The society and its predecessors, 
Equitable Fraternal Union and Fraternal 
Reserve Association, have been issuing 
this publication since September, 1897. 
Jio W. Dunham is the editor. The 
first editor was T. B. Blair, 1897-1900, 
the second editor was president E. A. 
Williams, 1900-1908, and the third editor, 
M. L. Campbell, 1908-1911. 

Dio Dunham for nine years was city 
editor of the “Daily Northwestern” of 
Oshkosh, Wis. He handled advertising 
for a large mercantile establishment, 
then from 1905-1911 was private secre- 
tary in Washington, D. C. to Wisconsin 
members of Congress. 

The Equitable Reserve’s publication a 
few years ago was selected by the jour- 
nalism school of Columbia University, 
New York, as the best all-around fra- 
ternal publication. 





Actuary Reeder Discusses 
Subject of Inflation 


What inflation 
nomic welfare of the nation and the 
life insurance of individuals was dis- 
cussed by J. D. Reeder, actuary Aid 
Association for Lutherans, before the 
Manitowoc (Wis.) Rotary Club. Three 
steps that create inflation, he said, are 
monetary fear, private credit confidence, 
and the demand for something that does 
not exist. Too much money and too 
little goods was the simple explanation. 


will do to the eco- 


Mr. Reeder described the so-called 
“black market” now becoming more 
prevalent. He said price control legis- 
lation by congress was difficult to ob- 
tain in face of the coming November 
election. He also criticised the apathetic 
mind of the average citizen who never 
contacts his congressman about condi- 
tions of which he complains. 





Hospitalization Cover Is 
Offered by W. O. W., Omaha 


Hospitalization insurance under two 
plans is offered by Woodmen of the 
World, Omaha. It is available to per- 
sons ages 16-60, inclusive. 

Benefits are to be paid for a maximum 
of 21 days in any one calendar year un- 
der both plans. They will cover hospi- 
talization for injuries incurred and for 
disease (other than social) originating 
after the supplement has been in force 
at least 30 days; for hospital expenses 
arising while insured is in hospital for at 
least a 24-hour period; for hospital ex- 
penses not covered by workmen’s com- 
pensation or occupational disease law or 
act; for hospital services recommended 
by legally qualified physician or surgeon 
other than insured. 

Plan A at a premium of $6 annually 
provides hospitalization benefit of $3 a 
day, plus up to $10 for operating room, 
up to $10 for anaesthetics, up to $16 for 
x-ray, and up to $3 for laboratory fees. 
A requirement is that at least 24 hours’ 
confinement in a reputable hospital un- 
der doctor’s orders. Plan B, with $12 
annual premium, provides $6 a day, plus 
up to $20 operating room expenses, up 
to $10 anaesthetics, up to $6 for x-ray, 
and up to $3 for laboratory fees. 

Plan A also is sold on monthly pre- 
mium payment basis at 50 cents month- 
ly, and Plan B at $1 a month. 





Utah Congress Has Outing 


SALT LAKE CITY — The Utah 
State Fraternal Congress conducted its 
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A CAMPAIGN FOR DEMOCRACY 


One of the greatest democracies—France—lies prostrate 
at the feet of her conquerors because she failed to fully 
appreciate and utilize the strength of her most powerful 
democratic concept—FRATERNITY. Her internal strife and 
disunity, preyed upon by the clever Nazi propagandists, was 
her downfall. Had she had strong organizations, constantly 


could never have been trampled underfoot. 

It is for this reason The Maccabees is now carrying on a 
great campaign, uniting its 250,000 members in a project 
which not only aims at preserving our democracy in a 
concrete manner, but also at preserving it in a spiritual 
manner. We not only expect our international campaign— 
designed to raise money for outright gifts to the govern- 
ments of the United States and Canada—to put cold hard 
steel in the hands of our soldiers, but to put warm faith 
and a feeling of brotherhood in the hearts of our members, 
their friends and their neighbors. 

We feel certain that the united efforts of these thousands 
of persons, aimed at filling a "Barrel of Cash for Uncle 
"A Barrel of Cash for Canada" by working 
together to present money-raising programs, is as valuable 
to our nation's progress to victory as the resulting arms 
and munitions will be, for they are striving in a common 
effort towards realization of this fundamental ideal of, not 


democracy itself—Fraternity. 


THE MACCABEES 


THE MACABEES BUILDING 
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annual outing last week at the Lagoon, 
a summer resort 16 miles north of here. 
Features were competitive sports, 
games and dinner. There was a repre- 
sentative turnout. Arrangements were 
under direction of W. V. Robinson, 
Mrs. Ivy M. Smith and Mrs. A. D. 
Owens. 


Preparing N. F. C. 
Annual Program 


Plans are shaping for the annual 
meeting of the National Fraternal Con- 
gress, to be held at the Morrison hotel, 
Chicago, Sept. 28-Oct. 2. The theme 
tentatively set by T. R. Heaney, presi- 
dent, is “On to Victory—It’s Worth 
Any Price.” 

Efforts are being made to secure a 
high treasury official, a noted econo- 
mist and a famous war correspondent 
to address the general session, 

*, F, Farrell, N.F.C. manager, has 
sent out reservation cards to be re- 
turned to the Morrison hotel by fra- 
ternalists planning to attend the meet- 
ing. The hotel situation in Chicago has 
been complicated by the government 
taking over the Stevens and Congress 
hotels for housing aviation cadets, 
forcing tenants to move on short no- 
tice and take rooms elsewhere. There- 
fore manager Farrell stresses early 
reservation is important. 


Various Sections to Meet 


It is planned this vear 
Fraternal Field Managers Association 
annual meeting Monday, instead of 
Sunday preceeding the N.F.C. meeting 
as in the past. There will follow the 
sessions of the Presidents, Secretaries, 
Press, Medical Directors, State Con- 
gresses and Law Sections and the Fra- 
ternal Actuarial Association, affiliated 
organization, will hold its meeting. The 
sections will elect new officers. 

The Medical section this week an- 
nounced its completed program for the 
meeting, which is: 

Morning Session, 10 p. m. 


Paper, Dr. Hada M. 
Physician Royal Neighbors, 
of War Clauses.” Discussion. 

Address, Holgar J. Johnson, 
of Institute of Life Insurance, New York, 
“The Relation of Medical Directors to 
the National Public Welfare During the 
Present World Conflict.” 


to hold the 


Carlson, supreme 


“Summary 


president 


Afternoon Session 


Address, Oscar E. Aleshire, ‘‘Impor- 
tance of the Services of Medical Direc- 
tors.” 

Paper, Dr. H. Clive McAlister, medical 
director Lincoln National Life,’ ‘“Abnor- 


mal Blood Pressure.” Discussion. 
Paper, Dr. A. M. Polinski, chief medi- 
eal examiner Polish National Alliance,” 
Cancer in Relation to Life Insurance.” 
Discussion. 
“Business session—election 


Dr. E. A. Anderson, medical director 
Modern Woodmen, is president; Dr. J. 
R. Peterson, medical director Lutheran 
Brotherhood, is first vice-president; Dr. 
Thomas E. Johnston, Security Benefit, 
second vice-president, and Dr. J. G. Mc- 
Grath, medical director Catholic Order 
of Foresters, secretary-treasurer. 


of officers. 





Orley E. Leeson, Maccabees, Detroit, 
has been awarded the Fraternal Insur- 
ance Counsellor degree by the Fraternal 
Field Managers Association. 





THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller 
Supreme President 


Frances D. Partridge 
Supreme Secretary 


Port Huron, Michigan 

















WANTED for Washington, D. C. 
DISTRICT MANAGER 


Popular, well established, legal reserve frater- 
nal. State age, reference, experience. Address 
Q-23, The National Underwriter, 175 W. Jackson 
Blvd., Chicago, II. 
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AMONG COMPANY MEN 





Peterson Vice-President 
of Pacific National 





Ray H. Peterson has been elected a 
vice-president, director and member of 
the executive com- 
mittee of Pacific 
National Life of 
Salt Lake City. 
For the past 14 
years Mr. Peter- 
son has been office 
manager. He is a 
native of Preston, 
Ida., and his boy- 
hood was spent at 
Baker, Ore. He 
attended Utah 
Agricultural Col- 
lege. He served 
as a guard in 
Idaho penitentiary, 
then became deputy state auditor for 
Idaho, He subsequently had experience 
in the banking business. 

He entered the life insurance busi- 
ness with the old Idaho Life of Boise, 
where he served as head of the account- 
ing department, then office manager 
and assistant secretary and finally sec- 
retary. When Idaho Life was taken 
over by Occidental Life of California 
he was transferred to Los Angeles as 
office manager. He went with Pacific 
National in 1929, 


Miss Beach Retires; Edick 
Secretary, Veiter Actuary 


With the retirement of Miss Henricka 
B. Beach as secretary and actuary of 
Provident Life of Bismarck, N. D., 
Robert W. Edick has been appointed 
secretary and Lester Vetter actuary. 
Miss Beach graduated from the Uni- 
versity of Michigan and became con- 
nected with Provident Life in 1916 when 
it started in business. She organized the 
accounting and statistical departments. 
She is a “member of the American In- 
stitute of Actuaries and is a past presi- 
dent of the Business & Professional 
Women’s Club. She has been president 
of the Civic Music Association at Bis- 





Ray H. Peterson 


marck and superintendent of the First 
Presbyterian Church School. 

Mr. Edick graduated from the Uni- 
versity of North Dakota and has been 
connected with Provident Life since 
1937. For the past several years he has 
been assistant secretary. 

Mr. Vetter has been with Provident 
Life since May. He was formerly as- 
sistant actuary of Kansas City Life and 
prior to that had been secretary and 
actuary of Midland Life of Kansas City. 
His earlier experience was in the actu- 
arial department of Minnesota Mutual. 





R. C. Perry Named State 
Farm Vice-President 


Taking over the duties of Vice-presi- 
dent M. G. Fuller of State Farm Life, 
who is on leave of absence serving as a 
captain in the army, Robert C. Perry, 
formerly assistant actuary, has been 
clected a vice-president. 

Mr. Perry was born in Bloomington 
in 1910 and graduated from the Uni- 
versity of Illinois in 1932. He joined 
State Farm Life next year as a receiv- 
ing teller in the premium department 
and later was transferred to the statis- 
tical department. He became assistant 
statistician and then was transferred to 
the actuarial department as assistant 
actuary. 





Scattergood Provident 


Mutual Assistant Treasurer 


Provident Mutual Life announces the 
appointment of T. Walter Scattergood 
as assistant treasurer. Mr. Scattergood 
was born near West Chester, Pa., where 
he still maintains a farm although he is 
now a resident of Lansdowne. He has 
been employed in the treasurer’s depart- 
ment since 1920. 


Marshall Ostner at Atlanta 


Marshall A. Ostner, home office rep- 
resentative of the group department of 
John Hancock Mutual Life, has been 
transferred from the Texas territory to 
the southeastern field with headquarters 
in Atlanta. 
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ILLINOIS 
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PENNSYLVANIA 














Everyone Likes "Insurance That Is Different" 


Policy holders enjoy the advantages of "Perfect Protection''—Occidental’s exclusive 


» feature that pays disability from the first. day, irrespective of cause. 
say, Occidental field men have an added feature to offer prospects. 


one is happy. 


OCCIDENTAL 


Needless to 
Thus, every- 


INSURANCE COMPANY ; 


RALEIGH, 


NORTH CAROLINA 





Laurence F Lee, President 


FRANK M. SPEAKMAN 
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P. Higgins 
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TEXAS 
GEORGE VAN FLEET 
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Iowa Deposit of 
American Life to 
Iowa Policyholders 


DES MOINES—In the first clear- 
cut decision on the legality of the lowa 
state depository law for domestic life 
company, the eighth United States cir- 
cuit court of appeals gave Commissioner 
Fischer of Iowa the sole right as re- 
ceiver to administer the $3,600,000 in 
securities deposited with the Iowa de- 
partment by the former American Life 
ef Des Moines. 

In a suit started in 1938, which already 
las been before the United States 
Supreme Court on a question of juris- 
diction, Mr. Fischer contended the 
securities should be administered solely 
for policyholders of the Iowa company 
and should not be mingled with the 
assets of American Life of Detroit, 
which reinsured the Iowa company and 
later went into receivership. The de- 
cision upholds this contention. About 
$80,000,000 is on deposit in Iowa by 
former domestic life companies which 
have been reinsured. 

The decision means that the 6,000 
policyholders of the former Iowa com- 
pany will benefit solely from the $3,- 
600,000 on deposit with the Iowa depart- 


ment. They would recover about 75 


tale ainiaatariamnd UNDERWRITER 


percent instead of 25 percent under a 
eveneral distribution. 

The decision held that “under Lowa law 
title to the securities of the Michigan 
company in the hands of the Lowa in- 
surance commissioner has become vested 
in the state of lowa. The commissioner, 
in his official capacity as statutory re- 
ceiver, has the right, independent of any 
domiciliary or ancillary receivership of 
the Michigan company, to administer 
such securities for the benefit of the 
policyholders of the old Iowa com- 
Dans... «5 

“Under Iowa law, as against the lowa 
commissioner, the Michigan receiver 
never had possession of the deposited 
securities, and after June 17, 1938 (date 
of Fischer’s appointment as receiver), 
he had completely lost title.” 

It is expected that attorneys for the 
Michigan company and the Michigan 
commissioner, who is receiver for the 
Detroit company, will file a petition for 
rehearing with circuit court of appeals 
and probably appeal to the Supreme 
Court again on the full merits of the 
case. 


Henson Leaves Mo. Department 

JEFFERSON CITY, MO. — Judge 
Charles L. Henson, who since 1937 has 
been chief counsel for the Missouri de- 
partment, has been appointed by Gov- 
ernor Donnell a member of the Missouri 
public service commission. 





Figures for First Six Months of 1942 





New Paid 
Business 
1942 
Central dif6; Tis .3<6000%6 $ 4,983,230 $ 
11, 364, 525 


a BER So olvcare see Se 
Liberty National, 
Reliable Life, Mo 
Reliance Mutual, 

Union Lator TALC. 6.65600. 376, 491 


Including business reinsured. 





New Paid 
Business 


Inc. or Dec. Inc. or Dec. 
Insurance 
in Force 


Insurance 
in Force 






1941 1942 1941 
6,034,874 $ —357,355 $ - 
9,927,236 + 8,085,023 

sce a ee 311,553 $b lolio sas 
14,509,538 +-3,215,555 + 6,185,864" 
333,908 + 43,850 —20,425 
959,518 + 682,672 +935,804 
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Lauer Member of Million 1940, he earned the distinction of open- 


ing the door of Continental American’s 
Dollar Round Table new home office building at Wilmington 


in the dedication ceremonies. 

He is vice-president of the President’s 

Matthew J. Lauer, New York City Club, member of the Convention Club, 
general agent of Continental American and is leading contender for the new 
Life and successful President's Club to be formed Sept. 1, 
personal producer, For the first half year he led in volume 
has just been noti- and his agency led all others in volume. 
fied that he is a Previous to his entering the life in- 
qualifying member surance business, he was in the finance 
of the Million Dol- business and was a real estate operator. 
lar Round Table. #3 aes He is a graduate of the life insurance 
He is a member of : course of New York University and of 
three Continental the Sales Research Bureau agency man- 
American  produc- agement schools. He was elected presi- 
tion clubs. His dent last year of the Atlantic Alumni 
round table qualifi- of the bureau schools, previously having 
cation is for the 12 been secretary-treasurer. 
months ended July 
a. 








Union Central Has Service Paper 


_Mr. Lauer joined “Khaki Kwips” is the title of a new 
Continental Amer- =‘ M. J. Lauer — Union Central monthly publication to go 
ican in 1932, as associate manager with to employes from the home office now 
Max J. Hancel to take the company into in the armed forces. The paper is 
New York state. Mr. Lauer always has edited by Stuart Mill of the purchasing 
been a company club member. In1936he department, and contains an article by 
opened has own agency in midtown New E. E. Kirkpatrick, recently retired from 
York, now located at 295 Madison ave- Ohio National Life, and editor of “Khaki 
nue. Kwips” as a Union Central man back in 

The Lauer agency led the company 1917-1919. 
in 1937, 1939 and 1940, and in the latter ia linia aa _ 
year Mr. Lauer personally led the com- py’) "owen Stalson, $6. Order from 
pany in volume and premiums. In June. National Underwriter. 
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‘Honestly, It’s the Best Policy”’ 


The Oldest Company in the 
South writing Ordinary Life 
Insurance Exclusively 


ATLANTIC 


LIFE INSURANCE COMPANY 


Home Office .. . RICHMOND, VIRGINIA 
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= Strong Progressive 














E. S. ASHBROOK - PAUL McNAMARA 
President JOHN H. McNAMARA Vice-President 
Founder 
. 
NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 




















i 


Fe ee ey ee ee ey ee ee 


ae a eS ae ae ee ae ae ee ey 











August 7, 1942 


LIFE INSURANCE EDITION 





19 








Latest Policy Changes 
By JOHN H. RADER 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the Unique Manual-Digest, 


published in May at $5 a copy. 





People’s Has New 
Reserve Basis 


People’s Life of Frankfort, Indiana, 
has joined the growing list of companies 
adopting the American Men ultimate 
table of mortality with 3 percent inter- 
est, using the New Jersey standard 
modification of the preliminary term 
method of valuation for the calculation 
of nonforfeiture values. This brings 
about an increase in premium rates and 
cash values. 

An “economic protector,” which is a 
long term to 65 with the added feature 
of $500 paid-up life at 65 for each $2,000 
unit, has been added. Other new policies 
are a 30-payment life, mortgage protec- 
tor, life paid-up at 65, and single pre- 
mium juvenile life, 20 year endowment 
and endowment age 18. 

The policy contract has been revised 
as to wording and style and settlement 
option provisions changed. Interest rate 
guaranteed is 2% percent on all options 
except life income with certain period 
option which guarantees 3 percent. The 
annuity table used in connection with 
the life income with certain period op- 
tion is the 1937 standard annuity table 
set back one year for males and six 
years for females. Illustrative premium 
rates on the new scale are: 


20 
Pref. End. Pay. Fam. Ret. 5 
Risk at End. Ine. Inc. Year 
Ord. 85 85 §=.20 :" “ = 
Age $ $ : ( 

” 2,200 1,000 1,000 2,500 ° 2,000 
15 coce 24.46 21.90 eevee 245 — 
20... 36.13 15.85 24.15 51.38 24.90 16.40 
21 37.13 16.20 24.65 52.40 25.65 16.50 
22 38.00 16.55 25.15 53.48 26.50 16.60 
23 39.00 16.95 25.65 54.65 27.35 16.70 
24... 40.00 17.40 26.15 56.00 28.25 16.80 
25... 41.13 17.85 26.70 57.38 29.20 16.90 
26 42.25 18.30 27.30 58.80 30.20 17.00 
27... 48.388 18.85 27.85 60.60 31.30 17.10 
28... 44.63 19.35 28.45 62.28 32.45 17.20 
29... 46.00 19.95 29.05 64.83 33.65 17.30 
3 . 47.38 20.55 29.65 66.45 34.95 17.40 
31... 48.75 21.15 30.30 68.60 36.35 17.50 
32... 50.25 21.85 31.00 71.15 37.80 17.60 
33... 51.88 22.55 31.70 73.78 39.40 17.80 
34... 53.63 23.30 32.45 76.60 41.10 18.10 
35... 55.388 24.10 33.20 79.70 42.95 18.40 
36... 57.38 24.90 34.00 82.85 44.90 18.90 
37... 59.88 25.75 34.85 86.28 47.05 19.50 
88... 61.50 26.65 35.70 89.98 49.30 20.10 
39... 63.75 27.55 36.55 98.78 51.80 20.90 
40... 66.13 28.50 37.45 97.88 54.50 21.70 
41... 68.63 29.55 38.40 102.35 57.40 22.60 
42... 71.25 30.65 39.40 107.13 60.55 23.60 
43... 74.18 31.80 40.50 112.20 64.05 24.70 
44... 77.18 33.10 41.60 117.78 67.80 25.90 
45... 80.138 34.45 42.80 123.738 71.95 27.30 
46... 838.50 35.85 44.05 oes 76.60 28.90 
47... 87.00 37.30 45.25 81.70 30.60 
48... 90.75 38.80 46.55 87.40 32.50 
49... 94.63 40.35 47.85 93.85 34.60 
60... 98.75 42.00 49.25 101.05 36.80 
§1...103.138 4370 50.70 ovce SOOO 
52...107.75 45.60 52.25 42.00 
63...112.63 47.60 53.95 44.90 
H4...117.88 49.80 55.75 48.00 
#5...123.38 52.20 57.75 «cme SoDae 
60... .... 66.05 69.20 BES 

*$1.200 insurance or cash value if 
greater. At age 65, $10 (male), $9.09 


(female) monthly life income, 120 months 
certain. Maturity cash value, $1,514. 





New Rate Book of 
Bankers National 


Changing from 3% percent to 3 per- 
cent reserve basis for the calculation of 
premium rates and cash values necessi- 


.tated the compilation of a rew rate book 


hv Bankers National of New Jersey. 
The accompanying tables gives the 3 
percent rates on some of the more 
ponular plans. per $1.09. 

Ordinary life has heen renlaced by 
endowment age 85. New plans added 


include 30 payment life, paid up at age 
65 and a juvenile 20 year endowment. 
Life expectation, modernized systematic 
savings and 20 payment optional ordi- 
nary life policies have been discontinued. 

Single premium immediate annuities 
and retirement annuity without life in- 
surance rates, adopted early in 1940, re- 
main unchanged. Retirement income 
policies rates are in process of change 
and application for this type of contract 
is temporarily suspended. 


Pref Life 

Risk End. Paid 20 End. 10 

Ord. Age Upat Pay. Age Year 
Age, Life* 85 65 Life 65 Term7 
15 $13.80 $15.98 $16.57 $24.60 $18.44 $8.66 
16 14.13 16.31 16.94 25.03 18.90 8.76 
17 14.47 16.65 17.33 25.48 19.37 8.86 
18 14.82 17.01 17.74 25.92 19.87 8.96 
19 15.18 17.39 18.17 26.39 20.39 9.05 
20 15.56 17.76 18.62 26.85 20.94 9.13 
21 15.95 18.16 19.08 27.33 21.52 9.20 
22 16.36 18.59 19.57 27.82 22.12 9.25 
23 16.79 19.02 20.10 28.32 22.75 9.30 
24 17.23 19.47 20.63 28.84 23.41 9.35 
25 17.70 19.95 21.21 29.37 24.12 9.40 
26 18.19 20.46 21.82 29.92 24.87 9.46 
27 18.71 20.98 22.46 30.50 25.67 9.53 
28 19.26 21.55 23.15 31.10 26.51 9.61 
29 19.84 22.14 23.87 31.72 27.41 9.71 
30 20.45 22.76 24.65 32.36 28.38 9.84 
31 21.09 23.43 25.48 33.04 29.41 10.00 
32 21.78 24.12 26.38 33.75 30.52 10.19 
3 22.50 24.86 27.32 34.48 31.68 10.43 
34 23.26 25.63 28.34 35.26 32.94 10.70 
35 24.06 26.47 29.43 36.06 34.29 11.01 
36 24.91 27.33 30.61 36.90 35.75 11.38 
37 25.81 28.25 31.86 37.78 37.31 11.80 
38 26.75 29.22 33.22 38.69 39.00 12.28 
39 27.76 30.25 34.67 39.65 40.73 12.80 
40 28.81 31.34 36.23 40.64 42.64 13.40 
41 29.93 32.48 37.93 41.70 44.69 14.08 
42 31.11 33.69 39.79 42.78 46.92 14.83 
43 32.385 34.98 41.78 43.92 49.35 15.65 
44 33.67 36.33 43.97 45.11 52.02 16.56 
45 35.07 37.77 46.37 46.37 54.93 17.58 
4 36.53 39.29 one 40-608 ..<. E56 
47 38.08 40.89 49.05 39.31 
48 39.72 42.59 0.51 21.25 
49 41.46 44.39 2.03 22.71 
50 43.30 46.30 3.64 24.31 
51 45.25 48.33 55.34 see 
52 47.31 50.49 57.14 
53 49.49 52.76 59.03 
54 51.81 55.19 61.04 
55 54.26 57.77 63.19 
56 56.86 60.52 65.46 
57 59.62 63.44 67.88 
58 62.55 66.55 70.46 
59 65.65 69.88 73.21 
60 68.95 73.42 76.15 


*Minimum policy $5,000. 
7Convertible within 7 years; minimum 


$2,500 


Provident Life Gets 
Out New Rate Book 


Provident Life of Bismarck, N. D. 
announces an entirely new rate book 
with changes effective on and after Aug. 
3. With the exception of term, all pre- 
mium rates will be increased. Reserves 
and non-forfeiture values will be com- 
puted on a 3 percent rate. The Ameri- 
can Men mortality table is adopted in- 
stead of the American Experience table 
and the New Jersey standard of valua- 
tion replaces the Illinois standard for- 
mula. 

New policies included in the rate book 
are life with double protection to age 
65, 20-payment endowment maturing at 
age 65, a 30-payment life and a preferred 
risk, ordinary life contract with a $2,500 
minimum. 








Rates for New 3°/, Forms 
of Pacific National Given 


A 20-year endowment on the 3 per- 
cent reserve basis was adopted Aug. 1 
by Pacific National Life of Salt Lake 
City. This policy is written on both 
the participating and non-participating 
bases. In June, this company began 
issuing a 3 percent endowment age 85 
contract, participating and non-partici- 


pating. Same values apply for both de- 
partments for these two policies. The 
rates per $1,000, at quinquennial ages, 
are as follows: 


20 Year Endowment 
Endowment at Age 85 
Age Par. Non-Par Par. Non-Par. 
15 $47.30 $44.56 $16.34 $14.21 
20 47.66 44.69 18.0 15.72 
25 48.14 44.79 20.31 17.57 
3 48.78 45.20 23.13 20.29 
35 49.85 45.89 26.78 23.77 
40 51.73 47.48 31.22 28.40 
45 55.01 49.91 37.33 34.11 
50 59.60 53.61 45.86 41.80 
55 67.12 59.40 17.64 52.06 
60 78.98 68.39 73.87 65.94 





North American, Can., Gives 
New Dividend Scale 


North American Life of Toronto has 
announced its annual policy dividends 
which became effective in July on plans 
which are being currently issued. The 
rate of interest being allowed on divi- 
dends left on deposit is 3% percent an- 
nually. The new dividends at quin- 
quennial ages on a number of more 
popular plans are: 


Life Paid Up at 835 





Total 
c———End of Year———_—__,,_ 20 
Age 1 5 10 15 20 Yrs. 
20. $0.88 $1.97 $2.90 $3.74 $4.65 & 58 
| eae 98 2.19 27 4.22 5.24 66 
30. 1.11 2.52 3.74 4.80 5.92 75 
35. 1.29 2.93 4.381 5.49 6.71 86 
40.. 1.51 3.41 5.00 6.30 7.60 99 
45.... 1.81 4.05 5.85 7.26 8.64 115 
BG... 2.22 4.86 6.91 8.43 9.88 134 
55.. 2.73 5.88 8.19 9.83 11.39 158 
60.. 3.43 7.23 9.87 11.68 13.52 190 
65.. 4.36 9.02 12.11 14.32 17.44 236 
70.. 5.62 11.51 15.49 19.48 *19.48 *202 
*At age 85. 
20 Payment Life 
20.... $0.91 $2.49 $3.98 $5.41 $7.03 $ 82 
a 1.01 2.73 4.40 5.96 7.73 90 
30.. 1.14 3.07 4.89 6.59 8.50 100 
85.... 182 3.48 5.47 7.31 9.38 111 
40. 1.54 3.95 6.14 8.11 10.33 124 
45.. 1.83 4.55 6.93 9.02 11.39 139 
50. 2.24 5.30 7.86 10.04 12.58 157 
55.... 2.75 6.22 8.95 11.19 13.91 178 
60.. 3.44 7.43 10.34 12.60 15.51 204 
65.... 4.386 9.02 12.11 14.382 17.44 236 
20 Year Endowment 
20.... $0.97 $3.77 $6.68 $9.57 $12.93 $139 
25.... 1.06 3.88 6.82 9.71 13.07 142 
30.. 1.19 4.08 7.01 9.88 13.25 145 
35.. 1.36 4.33 7.26 10.12 13.50 150 
40.. 1.57 4.63 7.60 10.44 13.82 156 
45. 1.86 5.08 8.06 10.86 14.27 165 
£0 2.26 5.67 8.68 11.43 14.90 176 
55. 2.76 6.46 9.50 12.17 15.72 192 
60 3.45 7.56 10.66 13.23 16.88 213 
65. 4.36 9.08 12.27 14.69 18.47 242 
Endowment at 65 
20 $0.89 $2.15 $3.28 $4.33 $5.49 $ 67 
25 99 2.438 3.77 5.00 6.35 76 
30. 1.13 2.84 4.42 5.85 7.44 89 
35.... 1.381 3.388 5.26 6.98 8.89 106 
40 1.54 4.07 6.40 8.52 10.95 130 
45 1.86 5.08 8.06 10.86 14.27 165 
50 2.30 6.62 10.76 14.95 *14.95 *134 
*At age 65. 





Reduces Interest Rate on Options 

Carolina Life of Columbia, S. C., re- 
cently reduced the interest rate on settle- 
ment options from 3% percent to 3 per- 
cent in all ordinary contracts. 


ASSOCIATIONS 











Chicago Chairmen Named 


J. H. Brennan, president Chicago As- 
sociation of Life Underwriters, has ap- 
pointed Marc A. Law, National Life of 
Vermont, as chairman of the standing 
legislation committee, and H. Kennedy 
Nickell, Connecticut General, as chair- 
man of the business practice commit- 
tee. Earl Juers, State Mutual, is chair- 
man of music and entertainment, and 
J. E. Carnal, Occidental Life of Cali- 
fornia, is head of the reception commit- 
tee. 


Unite for Bond Drive 


NASHVILLE, TENN.—With A. M. 
Burton, presdent of Life & Casualty, and 
C. A. Craig, chairman of National Life 
& Accident, as sponsors, the Nashville 
Insurance Exchange and Nashville As- 
sociation of Life Underwriters will com- 
bine for a one-day “Victory Drive” Aug. 
7” for installation of salary deduction 





plans for buying war bonds. About 300 
are expected to participate, headed by 
Paul Turner, president of the exchange, 
and R. S. Brown, president Life Under- 
writers Association. 


Commends Boston Campaign Plan 


BOSTON—John L, Sullivan, assist- 
ant secretary of the treasury, has written 
the Massachusetts state administrator 
complimenting the Boston Life Under- 
writers Association for its campaign 
program for bond sales on the payroll 
allotment plan. He said the department 
has decided to adopt the Boston plan 
for holding campaigns in other large 
cities. Mr. Sullivan attended the recent 
Boston luncheon, attended by represen- 
tatives of more than 400 large concerns 
of the state which had been signed up. 

San Antonio, Tex.—Mortimer Buckley, 
Houston general agent of New England 
Mutual Life, delivered his “House of 
Buckley” address. 

Richmond—Jesse A. Hood, Union Cen- 
tral, president of the Life Agency Man- 
agers, Inc., of Richmond, spoke on 
“Gasoline Rationing.” He went to Wash- 
ington with a group of business men 
to see what could be done about a larger 
rationing of gasoline for salesmen and 
reported the decision of the OPA not to 
allow salesmen on the eastern seaboard 
any more gasoline than at present. 

Salt Lake City—W. Alan Sims, New 
York Life, has been appointed second 
vice-president to succeed S. G. Hale, 
Mutual Life, who was recently trans- 
ferred to the home office as training 
assistant. J. H. Harrop, Equitable So- 
ciety, succeeds C. H. Price, Penn Mutual, 
as a director. Mr. Price expects to enter 
military service soon.. 


AGENCY NEWS 














Myklebust Gets Going Fast 


Although L. J. Myklebust of Des 
Moines has had the general agency there 
of Northern Life of Seattle only three 
months, during July he led all offices in 
the central states division. In addition 
to managing the agency, Mr. Myklebust 
personally produced more than $100,000 
of business during the month. The cen- 
tral states division of which A. T. 
Lynner of Des Moines is superintendent 
of agencies shows an increase for the 
first six months of more than 100 per- 
cent over the same period last year. 





Peoria Agency Has Outing 


The annual summer outing of the 
Reuling & Williamson agency of Massa- 
chusetts Mutual Life, Peoria, Ill. will 
be held at Peoria Country Club Friday, 
with 40 central Illinois agents and their 
wives attending. A business meeting will 
occupy the morning, with golf and 
swimming in the afternoon and a dinner 
at night. Agency production so far this 
year is even with last year at this time, 
although five agents are in the service. 


Dorr Agency Gains 16.67% 


HARTFORD—New business of 
Northwestern Mutual Life in Connecti- 
cut for the year ended June 1 were 
16.67 percent above the previous year, 
it was announced at a meeting of the 
Connecticut Agents Association of the 
Glenn B. Dorr agency here. 

Top honors in boosting the year’s 
sales one-sixth went to E. S. Church- 
ill of Rocky Hill. Others who won 
recognition were W. S. Pratt, West 
Hartford: Paul Castner, New Canaan; 
D. B. Wells and Jonathan M. Peck; 
Wethersfield; and M. J. Cimino, New 
Britain. 


Seth A. Bardwell & Associates of 
Cleveland won first place among class I 
agencies of Lincoln National Life in a 
nation-wide sales contest in honor of 
Arthur F. Hall, chairman of the board. 

George La Fray, Seattle, assistant 
vice-president Northern Life of Seattle, 
has entered the army. George Overton. 
supervisor for the state of Washington, 
takes over Mr. La Fray’s position. 
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N.A.L.U. Proposals Get 
Friendly Senate Reception 


(CONTINUED FROM PAGE 6) 


would be hard hit by the 5 percent de- 
duction limit. 

Mr. Baker dealt particularly with the 
plight of small business enterprises 
when the proprietor dies. If liquid 
assets are not available to provide for 
the estate tax the business will have to 
be sold in order to realize the needed 
cash. Taking the case of a corporation 
representing a net estate value of $300,- 
000 Mr. Baker pointed out that the tax 
would be $100,000 but that if insurance 
were bought to pay this tax it would be 
necessary, without an exemption, to buy 
not $100,000 of insurance but $150,000, 
the extra $50,000 being needed because 
the insurance itself would be subject to 
estate tax. 

The result of this tax on life insurance 
carried to pay the estate tax would be to 
discourage taxpayers from buying insur- 
ance for this purpose, said Mr. Baker. 
Since the proprietor could not afford to 
build up the cash fund needed to meet 
taxes the tendency would be for heirs 
of decedents owning business enter- 
prises, in the absence of adequate estate 
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tax insurance, to let the business be 
liquidated for tax payments. 

The heirs would use the tax-free life 
insurance to live on rather than con- 
tributing their tax-free insurance in an 
ineffectual effort to save a business that 
would be doomed anyway because it 
would have to be sold at a loss or else 
liquidated to meet the estate taxes. 

Since insurance would not be bought 
to take care of estate taxes if it were to 
be subject to an estate tax there would 
be no loss of tax revenue by exempting 
it from estate tax, Mr. Baker declared. 

Senator Radcliffe of Maryland made 
the point that such life insurance should 
be exempted from estate tax only to the 
the extent that the proceeds exceeded 
premiums that had been paid for it. His 
reason was that payment of premiums 
represents a transfer of estate assets 
and to that extent would reduce the 
estate tax liability. ; 

Taking up the criteria of taxability, 
Mr. Baker said that the Treasury’s pres- 
ent rule basing taxability on who paid 
the premiums discriminated unfairly in 
favor of the insured who has a wealthy 
wife who is in a position to pay the 
premiums from her own funds. 

W. R. Barton of Washington ap- 
peared on behalf of a group of Florida 
life companies which felt that the pend- 
ing income tax bill might class them 
with regular corporations rather than 
life companies. The bill refers to life 
companies “other than a burial or fu- 
neral benefit company.” Mr. Barton 
proposed to eliminate the exclusion of 
burial or funeral benefit companies and 
to insert an amendment worded so as 
to exclude from the definition of life 
companies only those concerns which 
after January 1, 1944 pay death benefits 
only in funeral service or merchandise. 
The bill’s aim is to exclude this type of 
company from the life company defini- 
tion and while the companies repre- 
sented by Mr. Barton pay benefits in 
cash they wanted to be sure that the law 
would not class them with corporations 
paying benefits only in service or mer- 
chandise. He said that the Treasury 
had already agreed to the change which 
he advocated. He indicated that Louisi- 
ana, Florida, and Tennessee companies 
also are interested in having the provi- 
sion changed along the lines he sug- 
gested. 

C. V. Anderson, Provident Mutual, 
Cincinnati, was scheduled to appear in 
behalf of the People’s Committee to De- 
fend Life Insurance, an organization 
which received considerable publicity in 
connection with its activities in the last 
presidential election. Mr. Anderson, 
however, failed to appear. Chairman 
George said he would try to arrange a 
later appearance for Mr. Anderson 
though he surmised that Mr. Ander- 
son’s absence was due to his assuming 
that the National Association of Life 
Underwriters would cover the same 
points he had intended to treat. 

Guy Colerick of Jefferson National 
Life of Indianapolis asked for a change 
in the bill, which as it stands would 
work an unintended hardship on a par- 
ticular type of holding company setup in 
connection with his company. 

The hearing was mostly a matter of 
hearing statements, the senators doing 
relatively little questioning and evidenc- 
ing a very friendly attitude. 

Taft of Ohio got quite a laugh by 
suggesting in connection with the pro- 
posed income tax deduction for debt 
repayments, war bonds and premiums 
that the taxpayer could borrow on his 
life insurance to pay off his debts. 





Gilbert D. Buchanan of the Newark 
agency of Penn Mutual Life has been 
made a captain in the chemical warfare 
_— and is now stationed in Brook- 
yn. 
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Ellis J. Sherman Joins 
Northwestern National 


Ellis J. Sherman, for 15 vears one of 
Minneapolis’ best known life insurance 
men and one of the big producers there 
of Penn Mutual Life, has become asso- 
ciated with the White & Odell agency, 
Minnesota state managers of Northwest- 
ern National Life. Mr. Sherman will 
continue to devote himself to personai 
selling but will also develop a sales unit 
which he will supervise under direction 
of A. R. Hustad, Twin City manager of 
White & Odell. 

Mr. Sherman entered life insurance 
sales and service work while he was a 


student at the University of Minnesota, 
graduating from the law school in 1927. 
He was recently elected to serve a sec- 
ond term as president of the Minneapo- 
lis Association of Life Underwriters. 
He was guest at a luncheon July 30 
given in his honor by the Twin City 
branch of the White & Odell agency. 





Porter in War Savings Post 


Leo R. Porter, Lincoln National gen- 
eral agent in Wichita for 10 years and 
secretary of the Wichita Life Under- 
writers Association has been appointed 
deputy Kansas state administrator of the 
War Savings Staff and will shortly open 
an office in Wichita as a full-time job. 
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geles for a few days or a month, choose 
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ROOMS ining 
555 
BATHS 
ticipated. 
from 
$2.50 per day things. 














XUM 


LIFE INSURANCE EDITION 











George Willard Smith, president of New England Mutual Life, presents past service 
awards to five senior members of the company’s Albert W. Curtis agency in Boston. 
Left to right: Napoleon E. Tougas, Fred W. Woodcock, Edmund H. Tougas, Mr. 
Curtis, William S. Johnson, Maj. Leon F. Foss, Mr. Smith. 


Above—At the closing dinner of the American Life Convention’s Investment Seminar 
at Indiana University: (Left to right) D. F. Barrett, A. L. C. publicity director; 
Mrs. H. C. Sauvain, wife of the seminar director; Col. C. B. Robbins, manager and 
general counsel A. L. C.; Grant Torrance, treasurer Business Men’s Assurance; A. J. 
McAndless, A. L. C. president, and president, Lincoln National Life; Dr. H. C. 
Sauvain, director of the seminar and professor of finance, Indiana University School 
of Business; Mildred Hammond, A. L. C. assistant secretary and Lee Parker, president 
American Service Bureau. 

Below—Panel discussion leaders (left to right): Dr. Claude L. Benner, vice-presi- 
dent Continental American Life; A. J. McAndless, Dr. Marcus Nadler, research 
director Institute of International Finance, New York University, and M. Albert 
Linton, president Provident Mutual Life. 





Seven members of agency and home office staffs of Mutual Life of New York 
attended the Sales Research Bureau agency managment school at the Edgewater Beach 
Hotel, Chicago. : : 

Standing, left to right: Floyd C. Baldwin, Toledo, manager; Stanton G. Hale, . Bo. B: MA oi 
agency organizer Salt Lake City, who has just became training assistant in the home q siieaiaiicaailiale Fe? {! © it) = 
office; Reuben Lackey, agency organizer, St. Paul, and A. F. Haas, assistant to the 
vice-president and manager of agencies. 

Sitting, left to right: Russell C. Wonderlic, recently appointed manager in Ballti- 
more; John L. Scripps, Jr., who left Davenport as agency organizer Aug. | to become 
training assistant in the home office, and Loyd Roberts, agency organizer, Milwaukee. 
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The vast improvement in life insurance company publications is apparent in comparing old and new 
editions of the Massachusetts Mutual Life field organ edited by Leroy C. Cushman (right), who re- This service plaque was dedicated recently at the home office 


cently rounded out 25 years with the company. of Northwestern National Life. 











U. C. GIVES AGENTS 
KEY TO GREAT 
NEW MARKET! 


“PURE PROTECTION’ —unique, 
non-convertible term policy — proves 
. 41 Ml . . 

ideal key-man business insurance 
during war years! 


Just the kind of protection today’s businesses need 


“Pure Protection” is a natural for business firms whose opera- 
tions depend upon one or more “key” men. And there are more 
of these today than ever... 
contracts, where the death of an important leader might easily 
cause a production bottleneck that would bring on losses of 
hundreds of thousands of dollars. 


Great selling story 


Union Central agents are finding that “Pure Protection” hits the 
interest of many executives who have previously been cold to any 
type of business insurance. The combination of an unprecedented 
need for large amounts of protection, and the specific unique 
features of this policy, make it easy for them to sell. 


organizations owning government 


Amazingly low-cost 

“Pure Protection” carries a lower premium than any insurance 
policy U.C. has ever offered in 75 years of business. That fact 
alone is a great “door opener.” 


ee 


Advertising-merchandising support 

Behind “Pure Protection” and the sales forces’ personal selling 
is a wide schedule of national advertising, direct mail and agents’ 
sales aids ...a program that is designed to interest every man in 
America in this new type of policy, not only for business protec- 
tion, but to help him solve his 1943 wartime life insurance 
problems. 
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COMPANY THAT GIVES ITS 
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Sucwessful 
Business 


Woesn't 4 ust 
Happen 


(reading time 50 seconds ) 


A successful insurance business doesn’t 
grow by itself. Back of every success- 
ful agency is a successful company 
connection, back of every successful 
company is a successful agency organ- 


izaticn. 


This factor, more than any other, is 
essential to the development of a satis- 
factory insurance business. Neither 
agency nor company can reasonably 
expect to build a successful, growing 
business in the face of modern compe- 


tition without this partnership attitude. 


The growth and development of Con- 
tinental Assurance are evidence of the 
soundness of this business principle. 
Continental Assurance—one of the 
leading life insurance companies—has 
grown because it has worked with its 
producers in a spirit of closest per- 


sonal ccoperation. 


Perhaps Continental Assurance facili- 
ties, backed by Continental coopera- 
tion, is the answer to your agency 
problem in ’42—or any other year. 


Nationally SKnown for 
Strength and Growth 
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